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the only economy lock with 


all these features 


Factory pre-assembled tie screws spare you the 
trouble of inserting them or the possibility of los- 
ing them. Pre-assembly at factory guarantees cor- 


rectly tapped tie rods. 


@ New, extra-easy removal of cylinder without 
tools. Simply remove lock from door, turn key 
180°, pull out cylinder and it’s ready for re- 


keying. 


True self-aligning latch prevents knobs from 
binding and assures fast, easy installation even 


if edge hole is bored out of line. 


Plus: Cylinder plug and case made from solid brass 
rod, not zinc die cast or powdered metal & Tie 
screws concealed by inside rose @ Interior parts are 
steel @& Exterior parts are solid brass, bronze or 
aluminum @ Pin tumbler security @ Standard or 
two tone finishes @ Tulip or rounded knob styles 
& Fun tions for all residential needs “ Fits stand- 


ard Dexter boring. 
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Extra-Easy Cylinder Removal 


Self-Aligning Latch 


Pre-Assembled Tie Screws 

















I 
¢ 
| 
( 
( 
a 
v 
( 
k 





I 

Pp 

8s 

8 

t 

A 

NO LOCK INSTALLS FASTER THAN A DEXTER h 
e 

Write for new Dexlock brochure. a 
t 


Counter displays for Dexter dealers. 


DEXTER LOCK DIVISION’! Dexter industries, tnc., Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd. — In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V. 


Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal. 
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get Crestline Millwork 


and stock needs in the same carload! 


You don’t have to be “‘big’’ to order 
CRESTLINE Millwork by the carload! You 


can combine CRESTLINE window units and doors 


with your stock needs in the same car. 


CRESTLINE ships to you direct from Wausau, 
freight paid all the way. Delivery is fast and 
quality is consistent throughout your order. 


Many dealers, from small to large, find that millwork 


is more profitable with CRESTLINE carloads! 


STACKING AWNING | | 
WINDOW UNITS Vai 


Unlimited window variety! 
Roto-operated sash open ie 

90° for full view and venti- eee MILLWORK 
lation. Nartowest mullion. pare 3) 

Compression weatherstrip. X SS 
Concealedhardware.Screen 

and roto-operator standard oe 
with all ventilating units. 
Crestopane glazed. (Single 
glazing optional). 





REMOVABLE SLIDEBY 
WINDOW UNITS 


For better view and greater 

privacy. More usable wall 

space, too! Sash glide 

smoothly on nylon in ex- 

truded aluminum tracks. 

Alumaflex weatherstrip in 

head for weathertightness, 

easy removal of sash. An 

aluminum drain pan pro- 

tects wood sill. Casi ae ee, 
oee your ais ributor or write 


THE SILCREST COMPANY 


Wausau, Wisconsin 


=e @ 





























REMOVABLE 
WINDOW UNITS 


The new standard in 
double-hung performance! 
Both sash remove and re- 
place easily. Fully counter- 
balanced and weather- 
stripped. Automatic sash 
engager clip. Flat overhead 
balance with extra-strong 
steel cable, low head room. 
2, 4, 12-lite and cottage 
styles in all popular sizes. 





CASEMENT 
WINDOW UNITS 


For that elegant look in 
windows! Fully weather- 
stripped. Roto-operators. 
Ejector-type latches. Alu- 
minum screens. Crestopane 
insulating glass or single 
glazing. Durable, smooth- 
operating hardware. Avail- 
able in popular sizes in- 
cluding picture windows. 





DEALERS: — SPEC/Fy 


Lol-j 4-10) Le wmsionip 


for GREATER SALES! 
FASTER TURNOVER! 
INCREASED PROFITS! 


SELL MORE ... because you have greater diversi- 
fication of products, greater versatility in 
ordering, when you buy from ROSEBURG 
LUMBER CO. 

One Source from which to order Specialty Plywoods, 
Commercial and Industrial Plywoods .. . 

Plus: a GREAT SELECTION of Fir and 

Pine lumber. 


MORE SELL... because throughout the country, 
ROSEBURG LUMBER CO. PRODUCTS are 
proven through years of construction use... 
and backed up by ROSEBURG’S nation wide 
advertising program. 

INVENTORY CONTROL.... which saves 
money by tying up less of your capital. All you do, 
is order ROSEBURG’S straight or mixed car 
shipments. This means less cost and 
increased profits. 


FAST SERVICE and DEPENDABILITY... 
because your orders are made up from the many 
different warehouses in the same manufacturing _ 
site and put together on one loading dock. This 
means that your orders are all personalized 
for content, grade, and quality. 

QUALITY CONTROLLED .... because 
ROSEBURG LUMBER CO. maintains its own 
Quality Control Department which never varies— 
hour by hour!—and all orders are double checked 
by the quality control departments of DFPA, 
Western Pine Association and the West Coast 
Bureau of Lumber and Grades. 


Mail This Coupon...TODAY! 
BB 
ROSEBURG LUMBER CO out ROStOUE me HOLES 4/5, 


Roseburg, Oregon 


o 
O Please send us the name of the nearest ROSEBURG yy @ | Ss e RS uU Lae G 


lumber and/or plywood wholesaler or jobber. 


[1] Please send us the ROSEBURG WOODSMAN LU ne Lm e i 4 oO s 


Firm 


P.O. Box 1091 @ ROSEBURG, OREGON 


Street 


City 


Circle No. 65 on Coupon, page 114. July 8, 1957, AMERICAN LUMBERMAN AND 





AMERICAN 
| UMBERMAN 


Publisher 
Assistant to Publisher 


Chairman Editorial Board 


Herbert A. Vance 
A. W. Boulton 
Arthur A. Hood 


Editorial Department 


Editor 

Executive Editor 
Managing Editor 
Eastern Editor 

Western Editor 
Associate Editor 
Production Editor 
Architectural Consultant 


Gordon J. Lawler 
Richard W. Douglass 
Wesley Wise 

Hoyt Hurst 

Dexter W. Johnson 
Ruth Lundahl 

George F. Van Zevern 
James N. Lindenberger 


Editorial Offices: Headquarters, 139 North Clark St., 
Chicago 2, Ill. EAST, Hoyt Hurst, Grand Central Ter- 
minal, 70 East 45th St., Room 2034, New York 17, N. Y. 


Business Department 
Advertising Manager W. G. Simpson 

P tion Manager H. Royal Lee 

Eastern Sales Manager Tom Lindsey 
Circulation Manager Robert E. Monetti 
Circulation Service E. B. Cunningham 

Advertising Production Louise Pliska 

Classified Advertising A.M. Schwab 





Advertising Sales Representatives 


Eastern: Tom Lindsey, Fred Pearson, Quentin Orza, 
Grand Central Terminal, 70 £. 45th St., Room 2034 
New York 17, N. Y., Telephone Murray Hill 3-8333 


Central: Harry L. Gebauer, Room 536, Bulkley Bldg., 
1501 Euclid Ave., Cleveland, Ohio, Telephone Pros- 
pect 1-3235 


Midwest: Duke Lynch, Bruce McGregor, John Snell, 
139 N. Clark St., Chicago 2, Ill., Telephone FInancial 
6-5380 


San Francisco: Charles W. Hoefer, 1664 Emerson St., 
Palo Alto, Calif. Davenport 4-2661 


Los Angeles 57: (Charles W. Hoefer) Ted E. Schell, 
2700 W. Third St., Dunkirk 2-4889 





¢ . 
Curat 


MEMBER 
AUDIT BUREAU 
CIRCULATION 


MEMBER 
ASSOCIATED 
BUSINESS 


July 8, 1957 
Issue No. 3625 


Contents 


Features 


Lumber Deserves Something Better idlitats woes 
A. L. Editorial for July 8. 


Home Improvement Spectacular... .. . 42 
The new Brookpark Road store and showroom of Forest 
City Material Co. — staff picture report. 


Do-It-Yourself Boom on Briarcliff Street ioe aa 
What happened in one neighborhood where homeowners 
like the products and services of a dealer. 


Student's Report to His Professor an 
Results from Art Hood Workshop. 


Where To Find New Home Financing ieee 
Practical suggestions by rural Louisiana dealer. 


Credit Control System Pays Dividends 66 
Simple, practical system for dealers. 


Shop-Built Panels For Custom Homes 70 
Pre-assembly by Miller & Son, Kutztown, Pa. 


NAHB Research House Uses Lu-Re-Co.... 72 


Lumber dealer system gets building applause. 


Low-Cost Lumber Shed... . 76 


Salvaged poles and culls used by Texas dealer. 


1956 Was Rough on Lumber Dealers................. .78 
Exclusive report from Dun & Bradstreet, Inc. 


Strapping Cuts Handling Time 50%...................80 


One man specializes in strapping. 


Wholesaler of the Month............... eee 
New England distributor tells principles on which he built 
his successful business. 


Departments 


Newscast What's Your Answer... . 102 
News ... . Ge Sales Aids ....... _.107 


PUBLICATIONS 


Editorial Page . New Equipment . 110 
ADservice ... Classified Ads... . 112 
Dealer News New Literature ........114 
Manufacturer News What's New Coupon. .. .114 
Advertisers’ Index ..... . 115 


American Lumberman and Building Products Mer- 
chandiser is published every other Monday by Amer- 
ican Lumberman, Inc., 139 N. Clark St., Chicago 2, 
Ill. Subscriptions: one year, U. S. and Canada, $4 
(26 issues), $6 for two years, $8 for three years. 
Foreign, $15 for one year. Single current copy. S0¢, 
back copies, $1, except Dealer Products File, which is N P d + 
$2. Entered as second class matter October 2, 1946 ew Froaucts 
at the Post Office at Chicago, Ill., under the Act of 
March 13, 1879. Copyright 1957 by American Lum- 
berman, Inc. 


AMERICAN LUMBERMAN and Building Products Mer- 
chandiser is published at, other Monday at 139 N. 
Clark St., Chicago 2, Ill. Other Vance Publications 
are HOME Maintenance & Improvements, FOOD 
PACKER and WOOD & WOOD PRODUCTS. 





BUILDING PRODUCTS MERCHANDISER 

















a 
me 
\ 


tes ae 
_ ae 
sane 


ine 
ima 1. 
| 


id L. 
ki 
Berd ate BG 


i 


>» 
aad ff. 
Biz 





Pack River QUALITIZED lumber from 
our U.S. mills can now be shipped 
in banded units on a daily basis. . . 
loading 1’’ and 2”’ lumber in 40’ and 
50’ double-door cars. 

This optional service means real 
savings to lumber dealers equipped 
for fork truck unloading. Hand un- 
loading is much easier, too—no 
*‘jumbled”’ cars, no damaged lumber. 

The cost? A very reasonable $1.00 
per 1000 ft. for strapping into stand- 
ard units approximately 48’’ wide, 
44” high and only $2.00 per 1000 ft. 
for the type of loading pictured. 

Call Packy for this new carload 
lumber service . . . easier to unload 
because it’s Pack River UNITIZED... 
easier to sell because it’s Pack River 
QUALITIZED . . . now end-branded! 


QUALITIZED 
LUMBER, LATH, 
TENEX WAFER- 
PANELS & OTHER 
SPECIAL PRODUCTS 


f Engelmann Spruce, Larch, 
4 Douglas Fir, Idaho White 


Pine, White Fir, 
TREE FARM in jand Red Cedar, 
Ponderosa Pine, 
PRODUCTS i cacepoie Pine 
call Packy for : 
QUALITIZED lumber 
...now end-branded! 


\ P.O. Box 1452 
Spokane, Wash. 


Member: National-American Whole: sale Lumber Association 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


NEW "OHI" WITH DEALER, CONTRACTOR CONTROL. 


A permanent Operation Home Improvement Council was launched last month in 
Washington to take the place of the old OHI organization. The goal financially 
will be $500,000 to "face-lift America house-by-house." A big $250,000 consumer 
home improvement contest will be planned for 1958. 

Control of OHIC will be limited to lumber dealers, contractors, and others 
who are members of the Council at $25 to $50 a year. They will be the only people 
authorized to display the new OHIC emblem. Lumber dealers are urged to take the 
initiative, form local chapters and dominate planning for 1958. Outstanding 
leadership will be given OHIC by Fred Hecht, general merchandising manager for 
Sears, who will be chairman of the new 100-man board. The board will be staffed 
by dealers, contractors and manufacturers from every State. 

The old OHI surely has payed-off for many dealers. Ivan Foley, New Orleans, 
told the guests at the Washington meeting that for the first time in years, re- 
modeling permits in his city matched new home permits in dollars. Moe Moyer, 
Eugene, Ore., dealer, reported that while new house were down 50% in Eugene in 
the first six months, modernization was off 20%... and that unrecorded remod- 
eling probably took up this 20% dip. American Lumberman, NRLDA and Middle At- 
lantic Lumbermen's Association, represented the retail building materials indus- 
try at the launching of OHIC. Complete details in the next issue. 

















SEE HOUSE START UPTURN IN LAST SIX MONTHS. 


Perhaps not a sharp surge but there is growing feeling that the second half 
of the year will be better than generally expected, just a month ago. 

In the making is a more subStantial 1958. The reasons are solid, the cli- 
mate favorable for more house starts. You can expect a more liberal FHA, mort- 
gage money will ease a bit, pent-up demaid for homes will be strong and consumer 
income will reach a new high. 

Adverse factors are in the picture, should be understood. Mortgage money 
will be easier to get, but only relatively so. . . substantial down payments, 
for example, will still be required. In some areas increased starts will come 
Slow because of over=-built conditions, m‘nimum population expansion. Let's ad- 
mit that population growth is less in th» eastern states, that the west and 
southern states offer tremendous potential for more housing. 














LUMBER DEALERS IN SHOPPING CENTERS. 


Ready for early publication is a special report describing the results lum- 
ber dealers are getting in shopping centers across the nation and in Canada. 
After a shakedown period the sales results, profits and the picture generally 
seems favorable, especially for the future. 

Covered in this section will be overhead cost figures, products that sell 
best, opportunities for promoting remodeling, new construction. You'll read 
some surprising conclusions reached by pioneering lumber dealers in supermarts. 








PREFABBER TO PRODUCE, SELL HOUSE COMPONENTS. 


Thyer, one of the larger prefabbers, has announced a new division which will 
sell a complete line of coordinated home components. They will offer not only 
components like Lu-Re-Co but also mechanical components to fit. Components by 
Thyer will include the following: wall panels, window panels, door panels, 
gable ends, sliding glass wall panels, trusses, heating, cooling combinations, 
modular fireplaces, bathroom walls (laminates bonded to plywood) and complete 
plumbing walls. 

Sales policy has not been announced but logically Thyer probably will sell 
directly to builders. If a financing package was included this could be rough 
competition for the lumber dealer. If duplicated by other prefab firms, almost 
every dealer would have new competition in his backyard. 
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BUILDING 


May Starts Off 10°% 

The annual rate of new housing 
starts edged up to the highest level 
of the year in May, the Labor Depart- 
ment reported, but they added that 
starts were the lowest for the month 
since 1951 and down 10% from a year 
ago. 

Builders started work on new houses 
at a seasonally-adjusted annual rate 
of 990,000 units in May. This com- 
pares with an annual rate of 940,000 
units in April. Federal housing officials 
now figure new starts this year will 
total between 900,000 and 1,000,000 
units. May starts totaled 102,000 
homes—96,000 for private housing 
and 6,000 public housing projects, 
mainly for the armed forces under the 
Capehart program. 

At the close of the first five months, 
starts totaled 405,800 units or about 
15% below the comparable 1956 
figures. 


Construction Up 11°% 

Spending for all types of new con- 
struction put in place rose 11% in 
May to a level 2% higher than a year 
earlier, the Government reported. The 
total was $4 billion, compared to $3.8 
billion in the same month last year. 

New home building was up 6% in 
May over the April but still fell 13% 
short of May 1956. 


The Family Home 
A recent report by the Bureau of 
Labor Statistics reveals significant 
changes taking place in home design 
of interest to building material dealers. 
Here are a few highlights: 
Selling Price 1954 1956 
Less than $7,000 11% 4% 
$7,000 to $9,999 15% 10% 
$10,000 to $11,999 20% 13% 
$12,000 to $14,999 24% 27% 
$15,000 to $19,999 16% 26% 
$20,000 and over 10% 18% 
Floor Area (square feet) 
Less 1,000 388% 22% 
1,000 to 1,499 43% 57% 
1,500 and over 17% 19% 
Exterior Wall 
Masonry 13% 
Frame 82% 83% 
Brick Facing 25% 33% 
Wood 31% 24% 
Asbestos 14% 9% 
Stucco, other 12% 17% 


16% 


Lu-Re-Co Plan Book 


Ten new house plans designed by 
lumber dealers for use with the Lu- 
Re-Co panel system have just been 
announced by the Lumber Dealers Re- 
search Council. All the plans have 
been used by dealers successfully in 
their local communities. The plans 
are shown in an attractive 16-page 
booklet in color, now available from 
National Plan Service, 1700 W. Hub- 
bard St., Chicago. Working blueprints 
may be obtained from the same source. 

Dealers participating include: Cap- 
ital Lumber Co., Augusta, Me., Cen- 
tral Lumber Co., New Richmond, Wis., 
DeForest & Hotchkiss Lumber Co., 
New Haven, Conn., Dain & Dill, Inc., 
Carmel, N. Y., Fonde’s Builders Sup- 
ply Co., Knoxville, Tenn., Northern 
Indiana Lumber & Coal Co., Whiting, 
Ind., Southport Lumber Co., South- 
port, Ind., and Thompson Lumber Co., 
Champaign, IIl. 


Liberal Financing 

With current mortgage money cur- 
tailment, at least one lumber dealer 
reports he is building low-cost homes 
under FHA Title 221 (Relocation 
Homes) in which the purchaser may 
borrow up to 100% of the appraised 
value of the property, the only cash 
requirement being a down payment 
of $200 for closing costs. Loan may 
be made for 40 years. Maximum 
amount of loan is $9,000, with $10,000 
in high cost areas. FNMA is author- 
ized to make advance commitments 
to purchase such mortgages. 


Farm Storage Plan 

Following their annual custom, the 
U. S. Department of Agriculture has 
again extended their farm storage fa- 
cility program for another year. Under 
the pian farmers in most states can 
borrow up to 80% of the cost of new 
storage bins, cribs or other approved 
storage structures. The interest rate is 
fixed at 4% per year. Since the pro- 
gram began 86,804 loans have been 
made. 


Homes of Steel 

Joseph L. Block, president, Inland 
Steel Co., was asked this question: 
“Is there any trend toward more steel 
in the structure of a home?” His 
answer: 

“People are experimenting with 
steel walls; they have been for years. 
I don’t think it has caught on. It 


might, and it would have a terrific 
impact on steel needs if they solve the 
various problems of a_ steel-walled 
house. 

“There are many of them; manu- 
facturers all seem to encounter cer- 
tain problems of cost, marketing, in- 
stallation and building codes. All those 
problems have heretofore stymied 
mass production of steel-walled homes, 
but it may come. 


Carpenter-Contractors 


The increased use of sub-contractors 
during recent years has resulted in 
stronger organization of contractor 
associations, a development that bears 
watching by all dealers. Detroit is 
one area where these associations have 
been particularly strong—the Carpen- 
try Contractors Association, the Dry- 
wall Contractors Association, the 
Residential Roofers Association and 
the Wood Floormens Association have 
affiliated themselves with the Builders 
Association of Metropolitan Detroit. 
The above groups also help effect 
policies and programs in the field of 
labor relations. 


RETAILING 
1957 Hardware Show 


Advance registrations are now be- 
ing accepted from buyers who plan 
to attend the 12th annual Hardware 
Show, October 14-18 at the Coliseum 
in New York City. Upon receipt of 
applications for credentials, show 
headquarters will mail free admission 
badges to qualified retailers and no 
further registration will be required. 
The show management will also han- 
dle hotel registrations. 

The big National Hardware show 
features hardware, housewares, lawn, 
garden and outdoor equipment, fish- 
ing tackle, light farm equipment and 
all related items. Letters should be 
addressed to the National Hardware 
Show, Suite 1103, 331 Madison Ave., 
New York, N. Y. 


Built-in Appliance Boom 

Built-in ranges and ovens were the 
only appliances to show an increase 
in shipments for the first four months 
of this year, reports the National 
Electrical Manufacturers Association. 

Meanwhile, there has been little 
progress in establishing size stand- 


(News continued on page 12) 
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COMPARE 


this 
weatherstripped 
AWNING WINDOW 


from 


LAGS 








low in cost—yer it WARERITE AWNING WINDOW 


meets the stringent A-A2 Some of its plus features are: 
pe 3 ; @ Complete weatherstripping by premium vinyl 
specifications of the . locked in extruded channel, unexposed to 
weather 
Wide overlap of weathering members. Min. 
outside at jambs 5/16” 
MIAN SAY Easy-to-clean ventilators have equal height and 
: QUAL ry i D\ aig can drop : ’ 
5 NPPROYED Rory si Attractive heavy-duty operator with tilt-in crank 
Y 
Awan soeiialeemaiaii Constree Solid aluminum %” power bar 
pa hggpe ticle wheter Min. frame depth 1%’, ventilators 1”” 
PS 8 ne Snap-on glazing bead available 


Engineered to save installation time and trouble 
ENTIRE WARE LINE MEETS LATEST FHA SPECS! Dept. AL-7, Ware Laboratories, Inc. 


Write today for complete details on this 3700 NW 25th St., Miami 


budget-priced window and the complete line. Regional warehouses in Newark, Houston, 
Chicago and Atlanta 


E Aadowe 














| @ orn ® 


AWA Goatty Sgncteatens 
o ta eget Sign eae mee 
penton toy Pir umenee Tis rene Lagene rey 





“Econ-0 ere ™ ' nd 
Jalousie Econ 0-Wall Awning Ware Awning Projected Casements 


ALL WINDOWS CHEMICALLY CLEANED, ETCHED AND LACQUERED PER FHA REQUIREMENTS 
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Premium Engineering Features— 
Included as Standard—Give Top Performance 
Under Toughest Conditions: 


e I-beam side members in frame for extra strength. 


e Channels mounted on ball-bearing rollers to reduce 
friction and wear. 


e All controls conveniently located. 
e Power steering and power brakes. 
e Yale Fluid Coupling or standard transmission. 


e Designed for a complete set of attachments, engi- 
neered for minimum loss distance. 


CAPACITIES: 15,000 to 20,000 Ibs. 


YALE’ 


®REG. U.S. PAT. OFF. 


IN NEW HIGH-CAPACITY GAS 
TRUCKS FOR EASY HANDLING 
OF CONSTRUCTION MATERIALS 


Operator sits high and in center. Upright channels 
are wide-spaced, nested to reduce frontal obstruc- 
tion. Right next to them—the hoisting cylinders, one 
right, one left. Chains that raise carriage are in 
front of cylinders—out of the arc of vision. Carriage 
has one top bar, one bottom bar—good visibility be- 
tween them at all levels of fork lift. Result: Yale’s 
exclusive ““‘Wide-Angle Vision” assures safer, faster, 
more efficient handling of heavy loads. 


GREATER STABILITY...FAST CYCLE OPERATION 


New Yale High-Capacity Gas Trucks have low cen- 
ter of gravity, with high underclearance, and a broad 
lifting base afforded by two ball-mounted lift cylin- 
ders. To further increase stability factor, there is 
wide channel-roller spacing at all points of lift, plus 
side-thrust rollers on channel and carriage. Large- 
size, high-flotation tires give good traction. For fast 
cycle operation, these trucks have lifting speeds up 
to 60 feet per minute...fast, safe lowering...travel 
speeds up to 20 MPH...excellent maneuverability. 


INDUSTRIAL LIFT TRUCKS AND HOISTS 








YALE & TOWNE 


YALE MATERIALS HANDLING DIVISION, A DIVISION OF THE YALE & TOWNE MANUFACTURING CO. MANUFACTURING PLANTS: PHILADELPHIA, PA.; 


To meet the need of expanding industries for better ma- 
terials handling methods and equipment, look to Yale 
for advances in research, engineering, manufacturing, 
sales and service — as 


YALE BUILDS FOR THE NIEW ERA 


GASOLINE, ELECTRIC & LP-GAS INDUSTRIAL LIFT TRUCHS - 
WAREHOUSERS + HAND TRUCKS - 


WORKSAVERS 
HAND AND ELECTRIC HOISTS 


SAN LEANDRO, CALIF. 


The RZYSSereURIs Manufacturing Company 
Roosevelt Blvd., Philadelphia 15, Pa., Dept. 27 


Please send the new Yale High-Capacity Gas Truck 


brochure No. 5230. 


Title 


Name i iatllalicgsen laaeclaaiiiitet 
CONG iit centiincstnihintiontinntnniahbin Pern 
Ripe oon cana 


City i iicipainnptiieensiti Zone State 


In Canada: write The Yale & Towne Manufacturing Co., 
St. Catharines, Ontario, Canada 
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ards for built-in appliances to fit cabi- 
nets. J. W. O’Harrow, vice president 
of Kitchen Maid Corp., said at a Miami 
meeting: “Last June the Institute 
found some 53 built-in range manu- 
facturers with such a _ variety of 
heights, widths and depths that it was 
a nightmare for any cabinet manu- 
facturer to attempt to house any num- 
ber of the makes. At present there 
are many widths of built-in ovens, 
ranging from 20” to 42%”. 

O’Harrow, speaking for the National 
Institute of Wood Kitchen Cabinets, 
has asked that built-in refrigerators 
and freezers avoid this problem by 
sticking to a 3” module in width and 
height, with a maximum depth of 24”. 
The 3” module, along with usual 
moldings and fillers, works well with 
the 4” module advocated by the Amer- 
ican Institute of Architects and NAHB, 
he said. 

In another kitchen development, 
Frigidaire announced that permanent 
appliance and air conditioning dealer 
service schools are now in operation 
in one out of three of the 30 regional 
General Motors network of training 
centers. The schools are now operat- 
ing at GM centers in states of Penn- 
sylvania, Michigan, New Jersey, 
Kansas, Virginia, Oklahoma, North 
Carolina, Missouri, Colorado and New 
York. 


Billion-Dollar Merchants 

The Great Atlantic & Pacific Tea 
Co. remained No, 1 retailer in sales 
volume in 1956, with $4,600,000,000 
sales—a 414% increase from 1955 and 
44.7% increase over 1950 sales. 

Following A & P is Sears, Roebuck 
with $3,555,684,000 sales; Safeway 
Stores, $1,990,068; Kroger, $1,492,552,- 
000; and J. C. Penney, $1,291,867,000. 
Montgomery Ward follows with $1,- 
045,767,000. 


Trading Stamp Plans 

The Agriculture Department has re- 
ported that consumers may or may not 
be getting a bargain when they shop 
in stores offering trading stamps. The 
answer, the agency said, depends on 
the way the individual store is success- 
ful in making up the extra cost of the 
“free” premiums. 

A stamp plan cests the retailer 
about 2%%, which “must be offset by 
wholly or partially raising prices, gain- 
ing increased volume, a saving on other 
forms of promotion or stocking items 
with higher markups than regular 
stock,” the agency commented. 


New Display Center 
Construction will start this month 
on a new $100,000 building materials 
display center at Los Angeles. It will 
be one of 24 to be built throughout 
the country by a firm known as Comac. 
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A pilot center has been in operation at 
San Francisco for the past two years. 

As reported in a recent issue there 
are a rash of these centers in many 
large cities. The prototype really is 
the architect’s display center in New 
York, which has been in operation for 
many years. The big difference in the 
new centers is the direct approach to 
the public, rather than the profes- 
sional. There is no positive evidence, 
as yet, that building material manu- 
facturers in large numbers will pay 
the stiff fees required for participation. 


BUILDING PRODUCTS 


SIX-INCH batts, especially designed for 
air conditioned homes, are now available 
from mineral wool producers. Above, a 
workman installing a six-inch batt between 
ceiling joists of a flat-roofed house. 


Insulation Cuts Building Costs 


In air conditioned houses the appli- 
cation of thick mineral wool insula- 
tion lowers initial construction costs 
as well as reduces air conditioring 
unit size and cuts operating costs for 
heating and cooling, according to tests 
in Texas made by Prof. John R. Watt 
of University of Texas. 

Data was obtained from houses in 
the Air Conditioned Village at Austin 
consisting of 22 homes. Experiments 
were conducted while the houses were 
occupied. 

Details of the insulation study are 
available in the booklet, “How Mineral 
Wool Insulation Reduced Builders’ 
Cost in the Air Conditioned Village” 
from National Mineral Wool Associa- 
tion, 2906 American Building, Rocke- 
feller Center, New York 20, N. Y. 


Quality Sells 


Evidence increases that many qual- 
ity building products are not only 
holding their own in this period of 
housing decline, but are actually 
gaining. 

One major plywood company re- 
ports that sales of highest-priced 
paneling line has jumped 100% dur- 
ing the first six months of 1957 com- 
pared to the same period a year ago. 
This reflects the healthy market in 
higher-priced homes and in major re- 
modeling. 

Another example comes from a lum- 
ber dealer in Birmingham, Ala., who 
instituted a deluxe kitchen moderniza- 
tion division three months ago. The 


kitchen manager reports that instal- 
lation crews have been working over- 
time ever since the new service was 
started—all the kitchens using high- 
est-priced materials and appliances. 
“T figure that the quality kitchen mar- 
ket is practically unlimited,” he said. 
One sidelight is that the lumber dealer 
is now selling fine hardwood panel- 
ing whereas before he did not stock 
i.” 


LUMBER 


Demurrage Charges 

The Interstate Commerce Commis- 
sion has ruled that railroads will be 
authorized to file schedules providing 
for charges of $4 per day for the first 
four days beyond “free time” and $8 
a day thereafter. The ICC denied the 
railroads request for higher demur- 
rage charges and advised filing of new 
schedules in line with commission 
findings. 


Army Lumber Buying 

Three Corps of Engineers lumber 
purchasing offices located in Atlanta, 
Portland and St. Louis, will begin 
using identical contract provisions in 
their purchases of lumber and allied 
products shortly after July 1. Co- 
ordination on problems extending over 
several months leading to standard- 
ization of contract provisions have 
been effected, resulting in buying 
simplification. A new pamphlet on buy- 
ing is available from the Engineer 
Lumber Control Office, U. S. Army 
Engineer District, 420 Locust St., St. 
Louis 2, Mo. 


Quota on Plywoods 

The hardwood plywood import prob- 
lem is headed for a showdown in 
Congress. Bills to limit imports to 15% 
of domestic consumption are pending 
in both houses. 

M. C. McIver, chairman, Hardwood 
Plywood Manufacturers, which repre- 
sents American interests, warns that 
if imports continue to increase and 
dominate the market, hardwood ply- 
wood users may face price increases. 

“Imported plywood is cheap now,” 
he said, “but as soon as the market is 
controlled and many American plants 
are out of business, the cost of hard- 
wood plywood will go up faster than 
a guided missile.” 

Foreign hardwood plywood has tak- 
en over about 45% of the American 
market. Since 1951, annual imports of 
Japanese hardwood plywood have risen 
from 12,894,000 square feet to 527,- 
000,000 square feet. Imports from all 
other countries rose from 53,867,000 
to 179,000,000 square feet. 


Seattle 
The lumber market approaches the 
July 4 holiday period with prices soft 
and demand weak. High inventories 
are found in logs and at many mills. 
The strike threat continues to worry 
(continued on page 18) 
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Franchise Agreement 


| The Hanna Paint Ma 


IT IS GUARANTEED that a mutually agreed upon 
territory shall be allocated to the above dealer by The 
Hanna Paint Manufacturing Company, Inc. 


It IS GUARANTEED that the above dealer shall 
throughout the life of this franchise be free from compe- 
tition by company stores owned or operated by The Hanna 
Paint Manufacturing Company, Inc. 


IT IS GUARANTEED that The Hanna Paint Manu- 
facturing Company, Inc. shall furnish sales assistance 
through a continuing advertising and sales promotion 
program. 


between 


IT Is ¢ \NTEED that The Hanna Paint Manv- 
facturing enent Inc. shall supply the dealer with a 
complete line of finest quality paint products for homes, 
farms, and industry. 


It IS GUARANTEED, in recognition of the above 
guarantees, that the dealer shall stock Hanna Paints in 
adequate quantity to fill customer orders and shall display 
promote and recommend Hanna Paints to an extent in 
keeping with the quality of the product. 


(f- fi - . 3 
"Y, Yl Lp ee. 


WALTER & HANNA, J®. PRERIDERT 


This Paint Company 


nufacturing Company, Inc. 
and 


> 


Terms of this Agreement can be altered or terminated on sixty days’ notice by either party 


When the Hanna Paint representative calls, have him 


tell you how you can get a Hanna dealer franchise. 


Hanna Paint helps 


The Hanna Paint Dealer 


run the BEST store in town 


THE HANNA PAINT MANUFACTURING CO., INC., COLUMBUS, OHIO 


PITTSBURGH, BIRMINGHAM, DALLAS 
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America's Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 


. 
’ BA 
RG- o 


N 
. “i ‘ oe oe : i ; 








i es 
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Mc (ah 
Now shipped in 12-pack or 24- 


CALKINS i 


fl . ae available in Off-White or White 
—_ ) ™ * colors, with or without plastic 
: nozzle. Off-white load without @ 
to Gu" 3 nozzle shipped unless specified. 
r Calking Freight prepaid and allowed on ‘ Meets 
orders of four 24-packs (96 loads) , Federal 
‘ Specifications 


or more. Remember to ord in 
ae ee TTC-598 (Grade 1) 


multiples of 12 or 24. 
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CG-4 SPEED LOADER | Bs CG-3 STANDARD 
GUN GUN 


A sturdy, light weight gun that Barrel-type gun for bulk use or 
works easily with all cartridge with loads. Furnished with %” 
loads. nozzle. 


MACKLANBURG-DUNCAN CO. 


P.O.BOX 1197 @ OKLAHOMA CITY 1, OKLA 











Me: i CALKING COMPOUND 
in Bulk—Knife or Gun Grade 


Off-White Color available in knife 
er gun grade. Pure White Color 
available in gun grade only. Off- 
White shipped unless White spec- 
ified. Gun Grade meets Federal 
Specifications No. TT-C-598 
(Grade 1). Available in 1 pt., pt 
qt., gallon, 5 gal. and 55 gals. 





Ma Glaze GLAZING COMPOUND 
Always stays ‘‘PUT"’ 
Here's the perfect material for 
glazing wood or metal sash, re- 
placing putty, setting plumbing, 
filling cracks, boatwork of all kinds. 
Clean to handle, easy to use. Will 
not dry out, harden, crack or peel. 


Available in % pt., pt., qt. cans; 
25, 50, 100, 880 Ib. drums. 


HAND SQUEEZE TUBES 


for small jobs 

No gun needed. Simply remove 
cap from built-in nozzle, fasten 
key over crimped end, turn 
key and start calking. 
Here's a fast-moving item 
for over-the-counter sales. 
Packed 12 tubes in a 
handsome “'Silent Sales- | 

n" display carton that 
can be quickly set up on 
your counter. 


Nu Phalt PLASTIC ASPHALT CEMENT 


for all jobs! AE kn 
Ideal for sticking down asphalt +> 


shingles and floor tiles . . . for 
use on roofs, chimneys, flashings. 
Packed 10 loads to a carton... 
with or without plastic nozzle. 
Shipped without nozzle unless 
specified. Also available in 2 2 
and 10 lb. cans; 50 Ib. pails; 
550 Ib. drums. 











Tm strong PEILINGS 


= TEMLOK 
man MBER CO. 





Prompt deliveries of Armstrong Ceilings by local 
wholesaler eliminate dealer warehousing problems. 


Our wholesaler helps us sell the line 
of Armstrong Ceilings more profitably 


... says Thomas T. Restrick, Secretary-Treasurer, 
Restrick Lumber Company, Detroit, Michigan 


“We make more profit buying Armstrong Ceilings from our 
wholesaler by the carton than we do buying plain tile in car- 
load lots,” reports Mr. Restrick. “We’ve found that many 
consumers didn’t realize there was a variety of ceilings to 
choose from—colors, designs, and different textures in sound- 
conditioning tiles. What's more, we found that the cus- 
tomer was willing to pay more for ceilings that offered better 
appearance and the comfort of quiet. With a full line of 
Armstrong Ceilings to offer,” Mr. Restrick continued, “we 
can sell almost every customer who comes into our show- 
room—and make more money on each sale. Yet we need 
only carry minimum stocks. Wolverine Shingle and Lum- 
ber Company, our Armstrong Wholesaler, carries large in- 
ventories of each Armstrong Ceiling and gives us prompt 
delivery service. This means,” Mr. Restrick concluded, “we 
have faster turnover, less capital tied up in inventory, and 
no warehousing problem in our yard.” 

More and more dealers are discovering the big profit 
opportunity in selling the full line of Armstrong Ceilings 
instead of just plain tile. With the introduction of the new 
textured design in Cushiontone and 3 new decorator styles 
in Temlok Tile, dealers can offer customers a wide range of 
ceilings to suit any taste, need, or pocketbook. 

Wholesalers play an important part in this new ceilings 
business. In addition to savings on warehousing and inven- 
tory, they offer dealers sales training and merchandising 
help, greater buying economies, and understanding credit. 
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The Armstrong Cork Company firmly believes that the 
wholesaler is vitally necessary to the future growth of the 
lumber dealer and of the building industry as a whole. For 
this reason, you'll find Armstrong Building Products sold 
only through established, reputable wholesalers. For the 
address of the wholesaler nearest you, write Armstrong Cork 
Company, 3907 Rieker Avenue, Lancaster, Pennsylvania. 


Practical wall displays furnished by their wholesaler show Re- 
strick Lumber’s prospects how each Armstrong Ceiling might 
look in their homes. 


(Armstrong 
BUILDING MATERIALS 


Temlok® Roof Deck Temlok Sheathing 


Temlok Tile Cushiontone® Ceilings 
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NOW more $ volume per customer 
with NEW Kordite Plastic Film 


... permanent protection from water, 
vapor, dust, and dirt. 








Available in New Dispensing Carton 


for Easy Selling 


EASY TO HANDLE KORDITE DISPENSING CARTON 


1. Patented carton lets you pull out and cut off plastic film—as easy 
to use as wax paper. Keeps unused film clean and dry in box. Con- 
tractors go for it (183 out of 200 prefer Kordite Dispensing Carton) . 

2. Kordite’s exclusive ‘‘Double-Fold’’ provides easy to handle half-size 
rolls. Now 20 foot wide sheeting comes in 5 foot wide carton—1614 
foot film is in 4 foot box. 


3. Exclusive edgeprint assures quick 
and easy identification. Footage 
marker, thickness and width 
printed at one foot intervals on 
edge of sheeting. 





. FREE——SPECIAL ‘‘DISPLAY AND 


DISPENSE’ RACK ... worth $11.50 


Double your sales to consumers 
and contractors with this new dis- 
play. Holds several different rolls 
from 3 to 12 feet wide (clear and 
black). Handy “self-service” cut- 
ting bar gives cut sizes quickly and 
easily. 


(5) 1001 uses for contractor and consumer ...under (6) Meet FHA Requirements. Preferred by leading build- 
slabs, tarpaulin, curing concrete, vapor barrier, cover ers and contractors. Kordite Polyethylene is water- 
outdoor furniture, auto seat cover, temporary storm proof—strong—lightweight—flexible to —60° F. In 
window, and picnic cloth. clear or sunlight-resistant black. 


Attention Dealers! r BUILDING PRODUCTS DEPARTMENT 
You get $1.00 in cash free on your first KORDITE COMPANY, Division of Textron Inc., Macedon, New York 


purchase of Kordite Polyethylene from your 


local distributor. ] Send me $1.00 in cash when | buy Kordite Polyethylene from local distributor 


MAIL THIS COUPON TODAY. at competitive prices. 


[] Send me more information on the dispensing carton and dispensing rack. 


BUILDING PRODUCTS DEPT. ine 


KORDITE COMPANY Shika 


DIVISION OF TEXTRON INC. 


MACEDON, N. Y. Address 
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AL HOUSING ECONOMIST 





NEW DWELLING UNITS STARTED — 19 STATES 
(In relation to population increase} 


New dwelling units? 


Population 


percent 
St Number (in thousands Percent change increase,” 
ee 1956 (Ne 4 1955-56 1954-55 "1950-56 


1418.1 1,328.9 81,2204 —6 +9 i 


1,002.6 916.8 


14.4 12.3 
2147 199.9 +8 
21.2 19.4 +9 
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Big Replacement Market 
in East and Midwest 


Variations in housing activity range as high as 
40% from year to year between states, according to 
the Bureau of Statistics, underlining the need 
for building industry people to weigh national housing 
figures with state or regional conditions and statistics. 

The national decline in house starts was 16% be- 
tween 1956 and 1955 according to the Bureau, but 
several states—notably Colorado, Texas and Washing- 
ton—dropped substantially more: The state of Wash- 
ington, with a 29% drop between the two years, had 
the greatest decline, with Florida registering the 
only increase (11%) of 19 states tabulated by the 
Bureau. Altogether, the states studied together ac- 
counted for 75% of all nonfarm housing started in 
1954-56 period. 

States with fastest-growing population, centered in 
the west and south, marked up the most dwelling units 
started per 1,000 population in 1956, com to the 
national rate of 6.7 new units per 1, population 
for that year. But a rising population did not auto- 
matically assure these states of any better market 
strength, percentagewise, in the general decline which 
started in early 1956. 

The relative high pace of new starts in 1956 in many 
of the eastern and midwestern states (on the basis of 
population increases) is mainly a result of replace- 
ments for units withdrawn from the housing supply, 
rather than pressure of new family formations. 

On this basis, there is just as substantial a market 
potential ahead in new home construction for the 
eastern and midwestern states as for many of the 
other states with greater population growth. Much 
of this of course is public housing, which tempers the 
dealer’s role, but with land costs so high in older cities 
there should be an increasing number of antiquated 
homes replaced by new private dwellings. 





NEWS & TRENDS 


(begins on page 8) 





the trade. Good operating weather has 
encouraged production but everywhere 
one hears “there is no demand.” Ply- 
wood is $2 less, selling at $70.00. All 
upper items in fir and hemlock are 
steady. Green fir dimension has re- 
mained steady. 

It is likely that the first change up- 
ward will occur in dimension items. 
Many transits have been sent out in 
anticipation of a strike but are not 
being bought. 

The shingle market is quiet and is 
described as being unsettled. No. 2 
perfections have sold as high as 
$11.50. Two’s and three in the differ- 
ent grades are strong. Red cedar sid- 
ing is fair. Pines and spruce are over- 
stocked. There is no demand for 
spruce. 


Tacoma 

Little change is apparent in the 
lumber market situation here. Prices 
appear to be holding steady and both 
mill and woods production is normal. 
Intermittent showers within the last 
few days have alleviated a threaten- 
ing forest fire situation which had 
caused temporary closures in some 
areas. 


San Francisco 

A trip through northern California’s 
lumber area finds the direct opposite 
of the scarcity situation that prevailed 
immediately after the end of the War 
when buyers were competing madly 
for the small supplies of lumber avail- 
able. 

Today the woods and the yards are 
stacked to the skies with lumber and 
the industry is competing madly for 
the attention of the occasional buyer 
who wanders within view. 

The same is true of the in-city re- 
tailers who are “up to our ears” in 
lumber and suffering badly from a 
drop of at least 50% in home building. 
Carpenters throughout the area are 
complaining of considerable unem- 
ployment. 

Prices remain about the same, from 
legs on down to the finished product. 
Standard and better is still bringing 
$65-$67 for most sizes and utility and 
better studs remain in the $54 to $56 
range. 


Kansas City 

The southwestern lumber market 
continued to be plagued by toc much 
rain, which is having an adverse effect 
on production and sales. But because 
of the reduced output, sales have 
been able to hold up. 

Price lists for most key items are 
unchanged at recent levels. On 1 x 8 
No. 2 air-dried boards mills are get- 
ting $80 a thousand and the kiln- 
dried lumber is about $2 to $3 a thou- 
sand higher than air-dried. On dimen- 
sion the 2 x 4’s in 10’ to 12’ lengths 
are commanding $80 for air-dried and 
$85 for 14’ to 16’ lengths. 
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Famous artist, Stevan Dohanos, designs a den 


Craftwall 


BUILDING PRODUCTS MERCHANDISER 


6 on Coupon 


wood paneling! 


Dohanos’ magazine illustrations have 
long delighted Americans. His artist's 
feeling for the beautiful tones and pat 
terns of wood is reflected in the de 


for this versatile working-relaxing room 


Craftwall has that genuine hand- 
rubbed look! It is professionally pre- 
finished to give the most durable 
wood finish known. And every 
“plank” is selected to show the rich, 
natural grain. Yet you can profitably 
retail hardwood Craftwall as low as 
$60 per 8’x12’ wall. 


When the customer wants beautiful 
quality at low cost, recommend Craft 
wall wood paneling. Homeowners 
everywhere want to create charming 
rooms like the one shown above, 
currently being featured in Craftwall 
advertising in Better Homes and Gar- 
dens, Sunset and other magazines 

You can offer a full range of nine 
Craftwall woods: Elm, two kinds of 
Birch, Maple, Cherry, Knotty Pine, 
Oak, Mahogany or Walnut. 

Expert or handy man will do a faster, 
better job using convenient, modular 
panels of € raftwall: 48”x96", 48”x84”", 
32”x64", 16”x96”". They go up quickly 
with nails or Roddis Contact Cement. 

Craftwall comes pre-finished to stay 
beautiful for years, even without wax 
ing. And Craftwall is actually guaran 
teed for the life of any home. Mail 
coupon for more details! (In New 
York, visit our Roddis Rockefeller 


Center Showroom, 620 Fifth Avenue.) 


Roddis also offers custom Hardwood Paneling — Doors 
Wood Finishes — Adhesives — Plywoods Timboard 


Roddis Plywood Corp 
Marshfield, Wisconsin 


Please send me the Dealers 
Craftwall wood paneling 


Name 
Firm 
Address 


City 
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GER-PAK -- THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM 
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Whatever your customer needs — from 10 inch wide flashing ‘way up to 40 foot 

widths — supply him quickly and easily with Ger-Pak! Lightweight yet tough, Ger-Pak 

is easier to work with, has lots more on-the-job versatility than tarpaulins or other 

covering material. Builders, carpenters and handymen can find hundreds of different 

ways to use both clear and black Ger-Pak through your suggestion-selling and 

informative displays. 

What’s more, Ger-Pak comes to you in space-saving packages — even the 40 foot 

width rolls come in easy-to-handle 10 foot packages! 

Get in touch with your Ger-Pak distributor today and cash in on real volume! Designed 
For moisture-vapor protection — under slabs, foundations, side walls, ceilings, in Jee Cte a7) 
Crawl spaces. 3 : 

For general uses — as painting drop cloths, paint can covers, protection for tools QakatMMCUaluls 
and other equipment. Special white Ger-Pak available for concrete curing. 


FREE DISPLAY AND SALES AIDS — Counter display shows all sizes, weights and uses at a glance. 
Others include ad mats, stuffers, wall streamers, printed swatches and other material. 


Polyethylene Film 


GERING PRODUCTS INC., North 7th Street & Monroe Avenue, Kenilworth, New Jersey 
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LETTERS 


More on 2° Lumber 
Package 


To the Editor: Please accept our 












} compliments on your proposal for 
the 2’ wide lumber package as de- 
7 scribed in the May 17th issue of 
i American Lumberman. 

It is our sincere hope that lum- 
vei ber mills generally will study the 

4 proposal fully. We feel that its 





adoption would benefit both mill 
and yard operations. lending itself 
to mechanization of many yards 
whose layout, volume, turnover, pur- 
chasing power and sales practices 
do not fit in well with the 4’ pack- 
age, except at prohibitive adjust- 
ment costs. 

Our own yard is typical of many 
that I have visited. Adjusting to 
the 4’ package would be a very diffi- 
cult problem an@ involve high costs 
over and above the price of a 
Hyster; volume and turnover fac- 
tors would prevent cost savings on 
50% or more of our inbound lum- 
ber and 90% of our in-yard han- 
dling and deliveries of lumber. 

With the 2’ pronosed package, we 
could realize savings on probably 
80% of the inbound footare. 40% 
of the yard to shop and 30% or 
more of the deliveries. Equally im- 
portant, adiustment of our opera- 
tion to the 2’ nackage would be fair- 
ly simple and involve only nominal 
costs over and above the cost of a 
Hyster. 

We are sending copies of this 
letter to NRLDA and to several of 
our suppliers. It is our hope that 
other readers will do likewise. We 
only wish we could do more to speed 
the adoption of your proposal.— 
R. A. Middendorf, Nu-Way Builders 
Supply Co., Salt Lake City. 






































Working with 
ARCHITECTS? 


If you have had success in in- 
fluencing architects to specify 
the products you sell, please 
write our editors. It may have 
been a school job, a church or 
an industrial building. 


Your sales approaches will be 
most helpful in preparing a new 
editorial series in preparation 
on dealer-architect relations. 
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MAKES THE 
DIFFERENCE 
















Saree 


It’s full bodied for greater cover- 
age and lasting beauty. Twelve 
beautiful colors formulated by 
the makers of Shakertown Shakes 
for years of life and weather pro- 
tection. Builders and homeowners 
& prefer it because it’s more service- 

Yable... DEALERS like it because 
it's more profitable. 

















Dealer Sales Aids 


A tremendous 1957 Shakertown 
Stain promotion in leading builder 
and consumer publications will 
increase your stain sales. Get the 
Shakertown self-dispensing display. 
Profit with the stain with the color 
that lasts! Shakertown highest 
quality stain. 


Write for FREE 
“Stain Stimulators for 1957” 


Shakertown 


FIRST NAME IN SHINGLE STAIN 





PRODUCTS COMPANY 


CLEVELAND 22, OHIO 


THE PERMA 


20310 KINSMAN ROAD -s 
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The Big Fleets buy 


Why?. . . because 
on-the-job performance 
and low operating costs 
prove FORD trucks 

cost less! 


New F-100 pickup with Styleside body, 
standard at no extra cost. Flareside body 
with wood floor also available. Both types 
in either 64- or 8-foot body lengths. 


Take a tip from men who buy trucks every 
year. Official truck registration data shows that 
America’s biggest commercial fleets are buying 
more Ford trucks than any other make! 
Contractors and suppliers, large and small, 
have found Ford trucks are best for their 
fleets, too. To begin with, Ford’s initial costs 
are low. Many models are priced below all 
competitive makes. For example, the new Ford 
Tilt Cab models are America’s lowest-priced! * 


And it costs less to run Ford trucks! Modern 
Short Stroke power and sturdy chassis con- 
struction cut operating costs and “shop time.” 
Another important Ford plus is longer life—a 
fact certified by independent insurance experts. 

Add it all up—you’ll find Ford trucks do 
cost less! Contact your Ford Dealer . . . let 
him show you why the big fleets are buying 
more Ford trucks than any other make. 


*Based on comparison of manufacturers’ suggested retail prices 





BAILEY, LEWIS, WILLIAMS, INC. 
Atlanta, Georgia 


DUSSELIER, BASEMENT BUILDERS 
Shawnee, Kansas 


VICTOR CARLSON & SONS, INC. 





P 


CREW BUILDERS SUPPLY COMPANY 
Cincinnati, Ohio 


CAMPANELLA & CARDI CONSTRUCTION CO. 
Warwick, Rhode Island 


W. S. BELLOWS CONSTRUCTION CORP. 
Houston, Texas 





Representative Companies in the Construction Industry 
that use Ford Trucks in their fleets 


RENIGER CONSTRUCTION COMPANY 
Lansing, Michigan 


PHOENIX DEVELOPMENT COMPANY 
Omaha, Nebraska 
GEE COMPANY 
Chicago, Illinois 
McKEAN CONSTRUCTION COMPANY 
Salt Lake City, Utah 
JOHN A. WALSER, INC. 
Louisville, Kentucky 


R & M EQUIPMENT COMPANY 
Pittsburgh, Pennsylvania 


SHERMAN CONCRETE PIPE COMPANY 
Jacksonville, Florida 


ARTHUR H. NUEMAN & BROTHERS, INC. 
Des Moines, lowa 


TURNBULL FUEL & BUILDING SUPPLY Ci. 
Hamilton, Ohio 


HEITZER & DROBAC, INCORPORATED 
Milwaukee, Wisconsin 


HARRIS SOD COMPANY 
Kansas City, Missouri 


CINDERELLA HOMES, INC. 
Anaheim, California 








FORD TRUCK 
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more FORD TRUCKS 
than any other make! 













































































Ford’s Big Jobs are heavy-duty throughout. 
New, more durable engines. New stronger 


cabs and chassis. Up to 45,000-lb. GVW. 







New Ford Medium Duty trucks have higher 
horsepower and more rugged chassis 
construction. Your choice of three modern 
Short Stroke engines—V-8 or Six. 
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New All-Time 


Low Price for 


DUO-MATIC 
Combination Windows 


Never before such a low price for such a 


quality window. This is our famous triple - track 
extruded aluminum combination window. 

All the quality features of 

windows selling for much more... 

but now reduced in price to retail for 


ONLY, ee 


and up 


| Also Available! 


Fully Assembled Duo- Matic 
Inserts — master-frame... everything Retails for 


fully assembled... ready to install. 15 95 
and up 











\ #4 

















New Low Prices 


on WEPCO 
Combination Doors 


KANGAROO DUO-DOR 
Self-Storing Door 






DUO-DELUXE DUO-DELUXE 
Picture Window Model 2-Lite Model 


othe weather-prOOE C0... sn. 


Convenient Shipping Points Throughout the Country 
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Dollar Bay 
Bessemer Mass Big Bay 
lronwood Connorville 


Marenisco Marquette 


Sault Ste. Marie 
Newberry 
Phelps 


Iron Mountain 


Park Fall 
ark Falls Wells 


Laona 


White Lake 
Oconto 


Goodman 


Wausau Menominee 


Marshfield 


Kamber Map 


FINE 
NORTHERN 
HARDWOODS 


Neenah 


ilwauk 
Milwaukee Grand Rapids 


ALL 
FLOORING 


}. AU 
exe” 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*Copeland LumberCo. . . . « » «© «© « Chicago, Ill, 


Mills—Marquette and Newberry, Michigan 


Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 


Planing Mills and Dry Kilns. 


*tHolt Hardwood Co, . . « « « « « « Oconto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types; all types Heavy Duty Flooring. 


*tJ, W. Wells Lumber Co. . . . . « Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, 
rough. 


+Member Maple Flooring Mfrs. Assn. 
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*Kimberly-Clark of Michigan, Inc. . . Scte® Neenah, Wis. 
Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


ubsidi f 
*Goodman Lumber Company . «+ + canna Matic’ Inc. 
Sales Office: GOODMAN, WISCONSIN 
d Wi in and Mohawk, Michigan 
Northern Hardwoods, Hemlock, White Pine and Basswood 
Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Flg. Hdwd. Ven‘r’d Doors. Plywd. Modern Dry Kiln facilities. 


*Member Northern Hemlock & Hardwood Mfrs. Asen. 
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TAKE "TRY-EVERYTHING TOM” 
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FOR EVERY TYPE 
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QUIGLEY.” TIME WAS WHEN HE'D TIE SOLD ON PLUMB SHOP CELLOPHANE 


ME UP ALL DAY TALKIN’ INSTALLATION. OVERWRAPPED VALVES. ME, TOO. 
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LOF WINDOW GLASS 








WHEN YOU TRY THIS— 

Try the L-O-F “Blindfold” Test. ‘Test cut 
several unidentified brands of window 
glass. Cut L-O-F Single-Strength Window 
Glass first, last, or in between the others. 
Run any kind of cut you want—angled, 


curved, or narrow strips! 


YOU'LL FIND THIS OUT— 


L:-O-F Window Glass cuts easier because 


it’s annealed longer . . . is less brittle. The 


44}, th 
6211; /, On 
44, / 


cutter runs freer and the cut breaks se 
MTP 

cleaner. There’s less waste, and profits go “s 

into your register, not the broken glass 


barrel. 


THEN DO THIS— 

Call your L-O-F Distributor. Have him 
give you the complete L:O-F story. Then, 
place your order and take advantage of the 
many valuable sales aids available to you. 
Tie into the big L-O-F advertising pro- 
gram by displaying the famous L°*O-F 
trade-mark. It appears over 200,000,000 
times a year in national advertising . . . ad- 


vertising read by the people in your com- =e ENS-FOR 


munity. You'll start stock-piling profits 


A$] 


WINDOW GLAss 


CUT TO size 
LIBBEY- OWENS - FORD 


when you do! 


LIBBEY: OWENS - FORD 
a Great Name in Glass 


TOLEDO 3, OHIO 
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ROYAL OAK FLOORING 
eGives “Sales Appeal’ to Your 
Builder-Customers Homes! 


That’s because Fordyce’s standard of 
sustained first quality caters to build- 
ers and owners who insist on the best 
in oak floors. 


They recognize the Fordyce Royal 
Oak Flooring brand as a pledge of 
quality, durability and beauty that 
will last the entire life of the home. 


Fordyce Royal Oak Floors are versa- 
tile, too . . . blending harmoniously 
with the decorative scheme of the 
customer’s preference whatever it 
may be. 


Manufacturers of Fordyce Royal Oak Flooring, Arkansas Soft Pine, 
Royal Oak Trim, Wolmanized® Treated Lumber and Timber. 


LUMBER COMPANY 


gat. (5 e Ge etal ARKANSAS 
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Bilt-In Ranges 


gas or electric 


easy on the eyes 
easy on youn, budget 


i APE ORGIES IE 


easiest of all to instal 


and all of this goes for 
PREWAY’S Bilt-In 
Refrigerator-Freezer, too 
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You'll make a special hit with housewives and builders with PREWAY 
. .. and it’s easy to see why. It’s good to know, too, that your side of 
the coin is just as bright. There’s a PREWAY Bilt-ln oven and counter 
range to match your customer's thinking — whether he wants to go 
heavy on deluxe features, or keep his belt pulled tight. And important 
money can be saved, too, in putting PREWAYS “in” . . . for both gas 
and electric units have earned the reputation of being easiest of all to 
install. PREWAY’S 13 cubic foot combination refrigerator-freezer is 
builder “engineered” too, an all-in-one unit that requires no kits, no 
special tools, no extra framing. 
There’s a full profit in PREWAY Bilt-Ins, and full-color specification 
bulletins are yours for the asking. Write for the 
facts on the appliance of interest to you. 


atallibe INC. , 8757 Third Street, North, Wisconsin Rapids, Wis. 
Since 1917 one source, one responsibility for gas and 


electric Bilt-in ranges, range hoods, Bilt-in refrigerator- 
freezer, oil and gas heaters, electric heaters. 
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Make painting easier... bring sales faster! 


MASONITE 


PRIMECOTE PANELS 


It’s worth more to your customers...and it’s profitable for you... 
when they don’t have to prime or seal Masonite panels. 


Seldom can on-the-job priming duplicate the smooth, even surface 
offered by Masonite® Primecote® products. Sealed on at the factory, 
this strong, dense first coat comes in a neutral gray tone that takes 
any color of paint or enamel beautifully. And the backs of all screen- 
backed Primecote products are micro-sealed for even greater stability. 


For even greater panel sales, ask your Masonite representative 
.bout Masonite Primecote products, or write Masonite Corporatic~ 
Dept. AL-7-8, Box 777, Chicago 90, Illinois. 
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®Masonite Corporation—manufacturer of quality panel products. 


|S) MASONITE 


PRODUCTS 
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“EVERYTHING HINGES ON HAGER 





C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. HAGER 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 


HINGES 
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THIS (S THE 


NEW R-O-W 


WINDOW 











With the LIF-T-LOX 
exclusive balancing 
mechanism, 

R-O-W windows 
raise and lower 
with finger pressure. 


New, smart styling —>— 
provides just 

the right windows 

for every good 

home— insures greater 
individuality. 


/ 


LIF © —— 


WINDOW BALANCE 


R-O-W SALES COMPANY - 1343 ACADEMY + FERNDALE 20, MICHIGAN 


BUILDING PRODUCTS MERCHANDISER Circle No. 2 on Coupon, page 114. 35 





How do 


you sell 





ancw..... / 


Most packaged home improvements are sold, not 
by advertising lumber, millwork and the like, but 
by showing and selling the benefits of the finished 
project. And, here’s an effective, inexpensive way 
to show your customers these benefits: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list 
or one we can develop for you. HOME is full of 
detailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


"he | A servi ce for lumber and building product retailers cevelopec 
Lance 
pusicationt §=by 
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who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000G, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 

( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street__.____ : * 
___State 


i) an ___Zone 


Your name__—__ 
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DICKS-PONTIUS and ARMSTRONG 


Join forces 
to bring you a fine 
new line of 
top-quality putties 
and glazing- 
caulking-sealing 


compounds! 


OFFERED TO YOU WITH THE INDUSTRY’S FIRST 





All-Out Advertising and Promotion Program... 


geared to put DAP dealers out front and backed by the 
two biggest names in the business. (ef the facts inside. 





JAP 


Quick way to say 


Dicks-Armstrong-Pontius 


AP CAULKING COMPOUNDS 


Best your customers can buy! Perfect for 
sealing cracks and crevices around window 
and door frames, concrete, masonry, 
chimneys, roof flashings, almost anywhere. 
Sticks tight—stays elastic. Sell DAP 
Caulking Compounds in eye-catching 
packages. Popular cartridges with the 
exclusive “Flow-Control’* feature— 

handy collapsible tubes— 

brightly labeled cans. 


CAULKING 


compound 


sas 


*Registered Trade Mark 


SOON TO BE 

THE BEST-KNOWN 
OF ALL NAMES 

IN PUTTIES AND 
GLAZING - CAULKING - 
SEALING 
COMPOUNDS! 


AP 33 GLAZING 
COMPOUND 
Elastic—and it stays that 
way. Wonderful for setting 
glass in wood or metal sash. 
Beautifully packaged. Fast 
seller. Better—lasts longer 
—than ordinary putty. 
Brilliant White or Gray. 


JAP curries 


Top quality—and DAP 
gives you a complete se- 
lection of wood sash, steel 
sash and special putties for 
every need. Sold in attrac- 
tive, new packages clearly 
marked for instant, easy 
identification. 


DICKS-ARMSTRONG-PONTIUS, inc. 
World's Largest Manufacturer of Putties and Glazing-Caulking-Sealing Compounds 














On the afternoon of February 15th, 1957, two of the 
oldest and best-known names in the field of putties 
and sealing compounds joined forces. The new firm 
is now known as... Dicks-Armstrong-Pontius. The 
first letter of each word in that new name will be 
the biggest news in the business for many months 
to come. Here’s why. 


Dicks-Armstrong-Pontius has developed the fin- 
est, fullest line of putties and glazing-caulking-seal- 
ing compounds available today. Every product is the 
result of the newly combined skills, resources and 
experience of The Dicks-Pontius Company, its sub- 
sidiary, Landen Putty Works, Inc., and The Arm- 
strong Company. Every product bears a short, new, 
easy-to-remember name... DAP. 


DAP products will be sold by thousands of deal- 
ers who formerly stocked the products of Arm- 
strong, Dicks-Pontius or Landen, as well as by new 





AP ROPE CAULK 


Most versatile home prod- 
uct yet. Countless uses. 
Show it and it sells. Attrac- 
tively packaged in two 
popular sizes. Sells on sight 
from eye-catching counter 
display carton. 












IMPORTANT ANNOUNCEMENT TO DEALERS 








dealers anxious to obtain the many unusual and 
important benefits offered in the first full-scale 
promotion program in the industry. 


DAP dealers will sell highest quality products 
packaged in the smartest, best-recognized con- 
tainers ever introduced. DAP dealers will sell with 
the support of the strongest national advertising of 
its kind, putting the DAP name and DAP products 
before MILLIONS of people who read The Satur- 
day Evening Post, Popular Mechanics, Popular 
Science, Sunset and other top national magazines. 
DAP dealers will get new merchandising materials 
and selling helps bound to boost sales and profits 
higher than ever before. 


Check the next page to see how the new DAP 
line and the complete DAP promotion program can 
benefit you as a dealer. Then send the coupon for 
all the facts... today. 


DAP KWIK-SEAL® 


Perfect for sealing around 
bathtub, sinks, tiles and for dozens 
of other uses. Packaged in handy 
collapsible tubes. Smart 
point-of-sale display case 
makes it a real 

“pick-up” item. 

























Sold through jobbers everywhere. For full facts on 
these and many other DAP products, send the coupon. 


NAP .a full line of fine products by 


DICKS-PONTIUS (since 1867) 
with its subsidiary, Landen Putty Works, Inc. 












MAIL THIS COUPON TODAY! 


DICKS-ARMSTRONG-PONTIUS, inc. 
General Offices: Dayton, Ohio 





“T want more facts about DAP dealer benefits 
and and a catalog of DAP products.” 
ARMSTRONG (since 1911) 


now known as 
DICKS-ARMSTRONG-PONTIUS, inc. 
General Offices: Dayton, Ohio 











NAME 












STORE NAME__ 










ADDRESS__ 










Sirv..... ZONE STATE 














JOBBER’S NAME 








} Offers dealers like you 
BIG BENEFITS like these! 
(x) 


| FORMULAS 


Dicks-Armstrong-Pontius put each 
and every new DAP product to 
toughest laboratory tests to develop 
putties and glazing-caulking-sealing 
compounds of exceptional quality and 
superior performance. You sell the 


best when you sell DAP 


aa 


Eye-catching counter cabinets like 
these stop shoppers—make them 
reach for attractive DAP packages 
build self-service sales anywhere in 
your store—tie-in with strong DAP 
national advertising. 


_ o£ 
TAR cecsine HELPS 


Hand-out folders window 
streamers—advertisement easels 
and blow-ups — special promo- 
tion materials —all these and 
many more to identify your store 
as DAP headquarters 


i. ‘4 Q 
ELY-ON cautkine compounps 


Quality products in smartly-styled 

blue-and-black packages that 

offer your customers much more 

than price appeal. RELY-ON . 
adheres to wood, metal, glass or Rely-On 
masonry surfaces. Stays 

permanently elastic. Won’t crack, ? 
loosen, bleed or stain. Provides a coulking 
water-tight, air-tight seal compound 
that lasts and lasts. 


Rely-On caulking compound 








DAP... nce. PACKAGING 


Every container colorfully 
styled to match modern 
merchandising methods 
Simple and clean as can be! 
Instant identification. See 
DAP packages; you'll agree 


AP NATIONAL 
ADVERTISING 


Only DAP builds sales for 
you. Powerful, year-round 
advertising in top magazines 
like The Saturday Evening 
Post, Popular Mechanics, 
Popular Science, Sunset, 
Family Handyman, Home 
Maintenance and Improve- 
ment will be seen by MIL- 
LIONS of people—including 


your customers. 


DICKS 
ARMSTRONG 
PONTIUS, inc. 


General Offices: Dayton, Ohio 


Factories in: Dayton, Ohio * Alexandria, 
Virginia * Detroit, Michigan * Chicago, 
[llinois * Decatur, Georgia * Dallas, Texas 
¢ Richmond, California * Xenia, Ohio ¢ 
Melrose, Massachusetts. * Tampa, Florida. 





EDITORIAL 


Lumber deserves something better 


ith a background of nearly 85 

years in publishing for the 

lumber industry our views on 
the future for lumber are tempered 
by both experience and reluctant cyni- 
cism. Each spring, for many years, 
we have noted a flurry of plans for 
advancing the cause of lumber. This 
spring has been no exception with 
millions of dollars discussed for adver- 
tising to the consumer and bold plans 
to get groups together that literally 
hate each other’s guts. Gentlemen, 
let’s call a halt... we and most lum- 
ber dealers are fed-up. 

If the lumber industry is sincerely 
interested in holding and securing 
their markets, there is much to be 
done. Not blue sky, the prestige of 
national ads but basic, simple im- 
provements that increase use of the 
product and customer satisfaction. 
In national conventions we have lis- 
tened to speakers detailing the woes 
of the industry and have agreed with 
many remedies suggested. We have 
also noted mill executives nodding 
agreement only to hear their caustic 
comments in the halls after the meet- 
ings. We have no intention here to 
detail a full promotion program 
that’s their job, not ours. We’re 
tempted but we will use restraint and 
limit our comments to a few items of 
direct interest to the lumber dealer. 

First of all we do not understand 
the aloof attitude of the lumber indus- 
try in regard to house components— 
wall panels, joists, floor panels and the 
like. These are all built with lumber 
and lots of it. We meet ignorance 
from mill people on these trends and 
it just isn’t right. Mills should know 
the score and provide sizeable finan- 
cial assistance to such groups as the 
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Lumber Dealers Research Council. 
Components are here, they will grow 
in popularity. Frame continues to be 
dominant, the goal should be a higher 
volume on moderately-priced homes 
made possible by research-developed 
components. 

The house siding market is slipping 
but we see little being done to increase 
life of a good paint job. The paint 
industry is concerned over reduced 
sales for exterior paint as more new 
homes are faced with materials other 
than wood. We know one top paint 
manufacturer ready right now for a 
joint research program with lumber 
manufacturers to increase durability. 
Name on request. 

We usually get red in the face in 
discussing improved lumber stand- 
ards. Yet uniform sizes and size re- 
lated to dryness will eventually come 
because customers will insist on 
stability as the fabrication of house 
components captures more of the mar- 
ket. You can’t run a jig operation 
with cats and dogs. In passing, too, 
let’s note that unitized lumber ship- 
ments are long over-due. Progress is 
being made but lots of die-hards will 
have to change their tune. 

It’s easy to get wound up on this 
subject. We'd like to mention, for 
example, the opportunity that exists 
for mills to help dealers with their 
warehousing problems. The gypsum 
people have set a good example. 
Finally, if the goal is to sell the public 
on lumber isn’t there a fine oppor- 
tunity in helning dealers get set up for 
piece-priced lumber. A solid depart- 
ment of this sort displays more lum- 
ber, sells more lumber and educates 
the consumer on grades and proper 


usage. 
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ATER 


Special American Lumberman Staff Report on Forest City 


Vaterial Co. new Brookpark Rd. store and showroom . . . truly a — 


“HOME IMPROVEMENT 
SPECTACULAR’ 


One of the largest mass-merchandising showplaces in 
the industry, the new Forest City Material Co. store and 


showroom you see above is distinguished by its concen- 
tration of more than 10,000 square feet in display space 
to idea-packed “model rooms” and building product 
samples which generate and control the sale of big- 
ticket home improvement on a volume basis. 


In addition, an 8,000 square-foot hardware store (com- 
pletely enclosed for self-service checkout) builds volume 
traffic for the building material packages and adds 
related cash business. And one of the nation’s largest 
power tool departments further attracts the handyman 
trade. 


In some 21,000 square feet of successfully merchandised to the ticket remodeling projects. Each 
selling space the Brookpark Road greater Cleveland area for years. salesman works on a salary plus 
store of Forest City Material Co., Francis Fitzgibbon, general re- commission. 

Cleveland, Ohio, includes displays tail sales manager for all four : ven 

of every building product on the Forest City Material Stores, sums Plumbing, specialties. Besides 
market, as well as the fullest lines up the model rooms and building the array of end-use package dis- 
of hardware and tools for the do- product sample displays this way: plays of basic building materials 
it-yourselfer. “People create more home remod- "4 finishes, the new Forest City 

Most significant for the lumber eling ideas for themselves by tour- mart has other important ele- 
dealer industry are the full-scale ing these displays than we could ments: 
display “rooms” which simulate ever suggest to them personally.” Building specialties such as 
kitchens, garages, breezeways, Experienced estimator - salesmen, combination metal doors and win- 
porches, basements, recreation working from the main sales coun- dows; plastic laminates; metal 
rooms, attics ... home improvement ter in the store, answer questions awnings; metal posts; patio block; 
packages which Forest City has so on all displays and carry out big- prefab carports; unpainted furni- 
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ture, etc., get “hot spot” location 
near the entrance together with 
seasonal advertised specials of 
every type. 

Cleveland’s most extensive 
plumbing displays adjoin a separate 
room where a powered woodwork- 
ing shop and sample power tools 
will be used to instruct homeowners. 

Outside the store is a 60-foot 
garden center, staffed by trained 
horticultural personnel. 

For pickup piece-priced lumber, 
customers come to main lumber 
sales counter in store, pay cashier, 
then give paid order slip to one of 
six tally men who fill small-ticket 
orders from segregated bins in the 
lumber shed. 

High-traffic spots near the sales 
counter are devoted to display of 
advertised “specials,” which will 
range from aluminum lawn chairs 
to specially-priced plywood panel- 
ing. A merchardising atmosphere 
prevails throughout the big store, 
with all samples and merchandise 
price-marked and usually with 
“selling” signs. 


Gratifying results. Public reac- 
tion to the Brookpark Road super- 
mart, spurred by 2-page ads in 
metro pages, was instantaneous 
and overwhelming according to 
Forest City officials. More than 
5,000 prospects toured the store in 
the first few days after the grand 
opening ... and it has been busy 
ever since. 


Contractor segregation. Al! of 
the above features involve sales 
to consumers. Display and sales 
are directed by a general retail 
manager for all Forest City stores 
plus a retail store manager for the 
Brookpark Road store and sepa- 
rate department retail managers. 

As the huge Brookpark lumber 
shed and storage area — totaling 
more than 120,000 square feet — 
indicate, sales to contractors re- 
main a sizable portion of Forest 
City’s overall business. But not 
one of the above-mentioned retail 
executives are involved in con- 
tractor sales. 

The staffs which serve builders 
are entirely separate from the re- 
tail salespeople — “they hardly 
know each other,” as Forest City 
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MASTER PLAN AND DEPARTMENT ALLOCATIONS 


Forest City Mate 


A—Mill shop. 

B—Service shed for retail trade; 29,000 sq. ft. 

C—Open span warehouse. 

D—Pickup point for retail trade. (Orders 
written at sales counter in store). 

a—Lavatories, vault, etc. 

b—Retail storage. 

c—Contractor service. 

1—Power tool displays, model woodwork 
shop. 

2—Cashier for retail lumber-material sales. 

3—Plumbing-heating displays. 

4—Model rooms—kitchens, recreation room, 
porch breezeway, attic, garage, den. 


arial C Br kpark Rd Br KIyf 


Oh 


5—Tile, roofing, siding, insulation, millwork, 
lumber and specials displays. 


6—Main retail sales counter, lumber, build- 
ing materials and specialties; also ‘pack- 


age” home improvement sales. 


7—Building specialties and seasonal displays. 


8—8,000 sq. ft. self-service hardware store- 
within-a-store with central cashier check- 
out. Includes paints, hand tools, electrical 
fixtures and supplies. 

9—Seasonals; main entrance at left. 

10—Unpainted furniture displays. 

1|—Outdoor lawn and garden retail shop. 





management puts it. Furthermore, 
contractors enter the Brookpark 
Road building from a_ separate 
entrance, directly to the spacious 
room at the rear where builder 
sales are handled. 

Planning of the store and sheds 
was directed by Fred Meyer, archi- 
tect for the Forest City Material 
Co. All company officials contrib- 
uted to the general planning. 
Many of the display ideas were 
credited to American Lumberman 
and Paul Ergang, director of visual 
merchandising for Reflector Hard- 
ware Co. and consultant to Amer- 
ican Lumberman, who helped in 
preliminary planning. 





Turn page for exclusive picture 
tour showing the departmental 
divisions and creative displays in 
this “home improvement spec- 
tacular” 
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CUSTOM-DESIGNED educational displays of basic building ma- 
terials and products include roofing on perforated board and 
tile center above, plus distinctive ceiling tile and building board 
exhibit at right. Note effective use of signs; “see and feel’ 
samples. Advertising manager Robert Marks described extensive 
dispays of building materials as move to "emphasize the core of 
our business—basic home improvement products." 
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A.L. SPECIAL STAFF REPORT — (BEGINS ON PAGE 42) 


Tour of Forest City Material Company's 


Home Improvement Spectacular" 





I—BUILDING SPECIALTIES 


SEASONAL SPECIALTIES of metal and 
plastic get key display space near en- 
trance at Forest City. At left you see 
touring homemakers inspect array of 
awnings which are mounted to alumi- 
num "T" frame on platform. Scene 
above shows opening-day visitors amid 
outdoor furniture in same area. The 
umbrella-table combination unit was 
outstanding sales success at store open- 
ing. All specialties on floor are 
samples; pickup for customers is from 
retail shed area. ‘We are constantly 
on lookout for new specialty items 
which will build store traffic,’ said 
Robert Merrill, Brookpark Rd. store 
manager. 


I} — BUILDING PRODUCT SAMPLE DISPLAYS 
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lll — SELF-SERVICE HARDWARE STORE 





ENTRANCE TO "STORE WITHIN A STORE" is from central 
aisle in showroom. Exit and payment is through cashier at 
same spot. Each island fixture is a numbered “department.” 
Selected metal products such as guttering are included here. 
All items are related to building or home maintenance; there 
are no “pots and pans." 


4 ~ om i if... = 
SEPP FETT teres ir 





PAINT DEPT. uses both wall and island fixtures plus sales 
counter for decoration counsel. In background you see hand 
and portable power tools. 





ELECTRICAL DEPT. is new with Forest City Material. Sales 
during opening weeks of Brookpark Rd. store were above ex- 
pectations. Note effective use of perforated board wall 
fixturing for supplies; allied glass ‘department"’. 


Tour continued on next page... 
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Association mills 
manufacture 
redwood of 
superior quality 


the following mills produce 
and ship “CRA 


(RA) DRY (1 } 
RA).D RWD 


Certified DRY” redwood 





ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD CO. 
417 Montgomery St., San Francisco 6, California 


HOLLOW TREE REDWOOD COMPANY 
P. O. Box 178, Ukiah, California 


HOLMES EUREKA LUMBER COMPANY 


Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
405 Montgomery St., San Francisco 4, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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Tour of Forest City Material Co.'s ‘Home Improvement Spectacular" 


(begins on page 42) 

















MODEL ROOMS FOR 
BETTER LIVING PACKAGES 


(materials shown in end-use) 


ATTIC DISPLAY has 
simulated dormer 
window; cut-away 
roof section; built- 
in chest of drawers; 
vertical and hori- 
zontal oak, wormy 
chestnut, knotty 
pine and fir ply- 
wood paneling. 
Chairs added for 
decorative effect. 
Floor in each dis- 
play room is of dif- 
ferent pattern. 


OVERHEAD GARAGE DOOR samples are viewed FULL-SCALE GARAGE has exposed walls to show various 
in display nook near sample garage. Note that stud spacing, application of siding. Company features 21 
wall shows studs exposed. From this nook customers styles of garages, sells hundreds of them annually. These 
enter full-scale garage. All products in display area displays show wide variety of doors and windows, also 
have descriptive price cards attached. roll-up awning. 
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BREEZEWAY IDEA is attached to garage, all under roof PORCH DISPLAY is seen through sliding glass door sample 
of showroom. Note roof construction display. Free-stand- from breezeway. Wood flooring displayed here. Walls are 
ing fixture sells replacement jalousie sash. Screen doors in variety of treatments, each with descriptive price cards. 
also exhibited "in use." ''Put the breezeway on same ticket Estimator-salesmen have small work-desks near these dis- 
as garage,’ Forest City salesmen suggest. play rooms. 


SPECIAL-FINISH PANELING is displayed on 
these divider units which act as buffer for two 
kitchen displays. Samples are of sufficent size to 
determine whole wall effect. Note price signs. 


DEN EXHIBIT is open to entire store, highlighted by panel- 
ing, popular tile floor design, stock bar units, corner cup- 
board. You look through folding door into paneled living 
room with comfortable upholstered furniture suitable for 
customer-salesman talks. Fronting the den is 7'-wide dis- 
play board where current dealer ads are posted. 


ISLAND CONCEPT for sink and work area in one of the two 
model kitchens typifies contemporary design . . . ideal for re- 
modeling of old homes which have oversized kitchens. New 
kitchen manager sells entire kitchen packages including installa- 
tion. Built-in appliances are usually included. Wood paneling is 
stressed for kitchens, as shown in displays. 


Tour Continues on next page... 
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With a Monarch ‘‘20” Dial-A-Pricer 


Di al this price- smarking 


on---=-="23, 


information 
in seconds! 


(No type-setting required!) 








Dial date Dial cost... in Dial selling 
stock was actual figures. No price, plus 
acquired need to translate tax or other 
(in your into code! (See information 





\ 


Prints your cost 

in code! How? 

Because rub- 

ber bands can 

have a reading 

half showing 

: actual figures 

~~ SPECIAL ~~ ...and a print- 
ing half with 

your own code. 


Prints year and 
month merchan-*s]. 
dise acquired (in / 
simple code) \ 


Prints selling-*~ 
price... plus 
tax or other 
information, 


Monarch Model ‘20 Dial-A-Pricer prints trom dial- 
set bands of rubber. No type to set . . . No type or 
stamps to misplace. Ideal for price-marking varied 
lines or limited amounts of stock. Model 20 price-marks 
retail price—plus other stock or selling information on 
Senso Labels (require no moistening), Gummed Labels, 
String Tags, Pin Tickets, Slip Fold, Button Tags. Get 
the facts on protecting profits—creating customer con- 
fidence—increasing sales—and making sure each sale is 
at correct price with Monarch Price Marking. 


Fill out the coupon, attach to your letter- 
head and mail for complete information. 


The MONARCH Marking System Co. 
216 South Torrence St., Dayton 3, Ohio 


1 am interested in a Monarch Model 20 Dial-A-Pricer price-marking 
machine. Send me information on it—without obligation. 


NAME____ 
|) 
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Tour of "Home Improvement Spectacular" 
(begins on page 42) 


PART ¥Y— POWER TOOLS 


DEMONSTRATIONS USING MODEL WORKSHOP are on 
almost continual basis in elaborate model shop which can be 
seen through glass wall from main showroom. Displays of 
price-marked power equipment flank demonstration workshop. 


PART Vi— LUMBER PICKUP 


<-. ~ 


PICKUP POINT for lumber and materials is fronted by special 
parking strip so that customers can place materials directly 
into cars. Above, one of six Forest City tallymen receives 
paid order slip (obtained by customer inside store) and fills 
order from retail bins. Customers are not allowed in bins. 
Future plans call for precut lumber shorts to be binned in main 
store for cash pickup. 


PART Vil—LUMBER SALES COUNTER 


—_— 


a 


BUSY SALES COUNTER is where all building product orders 
are written. If sale is for cash and take-with, customer pays 
at cashier at left of sales counter. Salesmen behind counter 
are qualified to handle big-ticket packages; they will make 
appointments for home calls. Salesmen get incentive com- 
missions on big-tickets. 
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A % PINE PLYWOOD 


THE OLD CRAFTSMAN LABEL appears on every panel of the easiest working, 
easiest painting, easiest selling plywood ever. Your customers will be looking 


for it in your yard. 


, 
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ei weahies 
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Pe 


ADVERTISED NATIONALLY and promoted by how-to-do-it books and 
other merchandising aids. Special $10,000 Old Craftsman Contest during 
April and May introduces Old Craftsman to new customers. 


How to save time in selection when customers need premium pine 


Old Craftsman PINE PLYWOOD 


easier for you to stock and handle 


easier for professionals and do-it-yourselfers to work and finish 


Old Craftsman Pine Plywood is the 
answer to wasted time and effort of 
hauling out board after board when 
customers ask for “clear pine.” Old 
Craftsman helps you cut your sell- 
ing time and costs compared with 
handling lumber. Every panel is uni- 
formly top quality; there is no waste. 
Every panel gives you full profit! 
Clear California pine — clear 
through, Old Craftsman is available 
in grades from G2S to BD, both ex- 
terior and interior. Old Craftsman 
comes in a variety of widths, thick- 
nesses, and lengths up to 10 feet. 


The interior grades are bonded with 
Weldwood L-1R, a special mold- 
resistant adhesive developed by 
Weldwood for maximum, perma- 
nent strength. 


Old Craftsman is stably priced for 
steady profits. In Old Craftsman 
vou can offer all the working advan- 
tages of clear pine lumber com- 
bined with all the structural ad- 
vantages of rugged plywood. Truly 
an exceptional pine plywood, Old 
Craftsman is in great demand among 
a growing number of professional 
and amateur woodworkers alike. 


epecbadsport=by 


PINE PLYWOOD 


ASK YOUR WELDWOOD REPRESENTATIVE ABOUT OLD CRAFTSMAN AND THE SALES- 
BUILDING BOOK, “PROJECTS YOU CAN BUILD WITH OLD CRAFTSMAN PINE PLYWOOD.” 


BUILDING PRODUCTS MERCHANDISER 


WORKS EASIER. Sows slick as a whistle with no 
edge-splintering. Can be drilled, routed, with 
no trouble at all. Even with hand tools, Old 
Craftsman is a delight to use. 


SANDS SMOOTH. Because it’s factory-sanded, 
Old Craftsman sands smooth and easy. In many 
cases, Old Craftsman Pine Plywood needs no 
sanding at all. There’s no temperamental grain 
trouble. 


PAINTS BETTER. Old Craftsman Pine Plywood 
paints better and smoother. Far less checking 
and hairline cracking ...no grain show-through. 
Takes stains and finishes exceptionally well. 
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NOW...NEW KIND OF 


All new LONOLITE GLASS 


COMPLETES YOUR “INSULATION DEPARTMENT”... 





Space needed by other 
blanket insulations. 


ge 








NEEDS ONLY THIS SPACE 
——s 


NEW ZONOLITE COM... 
PRESSION-PACK SAVES | 
ALL THIS STORAGE, 
FRUCKING SPACE 








Other types of blanket roll 
need all this space for storing, 
displaying and trucking. 


But the same amount of Zono- 
lite Glass Fiber Insulation 
takes only 4% as much space. 


Here’s How Zonolite Glass Fiber Home 
Insulation saves *%4 of your precious display, 
storage and trucking space 


Because new Zonolite Glass Fiber Home Insulation is tightly com- 
pressed when packed at the plant, it takes up only one-fourth the 
normal space of other kinds of blanket insulation—even other glass 
fiber rolls! Reason is, Zonolite’s extremely resilient superfine fibers 
cause the insulation to spring back to its original unpacked thick- 
ness. This means you save on valuable storage, display space. You 
can load more building materials on your trucks because Zonolite 
Glass Fiber Insulation gives you this added trucking space. 


3 thicknesses meet all needs. Available from 
all 40 Zonolite plants for quickest service 


STANDARD (1 44 in. thick) 80 ft. per roll. 4 rolls 


per bag. Covers 400 sq. ft. per bag. Efficiency at 


economy price, 


00 


MEDIUM (2% in. thick) 60 ft. per roll. 4 rolls per FULL-THICK (3 in. thick) 40 ft. per roll. 4 rolls 
bag. Covers 300 sq. ft. per bag. Much more in- per bag. Covers 200 sq. ft. per bag. Maximum 
sulating value at slight price increase. insulating value, saves most on fuel bills. 
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FIBER HOME INSULATION 


TAKES LESS SPACE...EARNS YOU EXTRA BUYING BENEFITS 


* HIGH THERMAL EFFICIENCY 
* CLEAN * FEATHERLITE « ODORLESS Give your customers amazing 

* CAN’T ROT, PACK, SAG OR CRUMBLE All-around-the-home”’ insulating benefits! 
* WON'T BURN * DEFIES THE AGES For the Use Zonolite Glass Fiber Insulation 


for slopes, rafters. In attic floors pour 
Zonolite vermiculite Insulating Fill. 





Here, now, is an entirely new type of insulation—so new, so ATTIC 
different, it’s unlike any other kind of insulation you’ ve ever 
known! It’s the perfect mate for Zonolite Insulating Fill. It 
offers your trade and your “‘do-it-yourself”’ customers an insu- a 
lation to meet every need, all under one famous brand name. perfect for side wallse—blocks summer 
When installed, new Zonolite Glass Fiber Home Insula- WALLS heat OUT, keeps winter heat IN. Cuts 
tion fluffs up to its specified thickness, won’t rot, pack, fuel bills. 
crumble or sag. It’s in place as long as the building lasts. To 
give utmost protection and insulation, Zonolite Glass Fiber 
Insulation is faced with reflective aluminum foil vapor bar- For 
rier. Convenient stapling tabs make for easy installation. FLOORS 


* EXTRA PROFIT PLAN! 


Plan now to combine your purchases of Zonolite vermiculite ZONOLITE CO., AL-77 
products with new Zonolite Glass Fiber Home Insulation. 135 S. LaSalle St., Chicago 3, Ill. 
Combination shipments mean substantial savings and more ; h h ' 

fit to you. To get s ific details of this extra profit plan Send me full information on how much money I can save through 
_— — 8 oe . ‘ P het ee combination purchasing of Zonolite vermiculite products and Zono- 
mail coupon today, no obligation. You will also receive in- lite Glass Fiber Home Insulation. Also details on free sales aids. 
formation on new free sales aids including counter displays, 
mailing pieces, banners, ‘““how-to-do-it’’ literature. Name 


For 


Easily tacked or stapled between floor 
joists in crawl spaces, for warmer 
floors, added year-round comfort. 














Store Name 


SEND TODAY FOR THIS NEW ZONOLITE iad 
PROFIT PLAN AND DETAILS EE |< ia fail 
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ENCLOSED PORCH is the project Dick Toth, left, is doing with 
the help of a neighbor, Harry Elkas. 


PATIO ENCLOSURE, basement recreation room and attic bed- 
room were projects done by Ralph Gray, center. Materials 
totaled over $1,200. 


Word-of-mouth advertising sparks 


Do-It-Yourself Boom on Briarcliff Street 


Here’s what happened in one neighborhood, where home- 


owners liked the products and services offered by the dealer. 
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off the basement of his house. Just TOOLS USED by Chuck Amend were nearly all purchased from 
Boilard's. Chuck is finishing off his basement and has a patio 


project underway. 


HARRY ELKAS is finishing 
adjacent is the bar, a part of the overall project. 


Quality materials, helpful advice and easy payments bring 
do-it-yourself customers flocking to A. Boilard & Sons, Inc., 
Indian Orchard, Mass. These customers, in turn, tell others 
and the result is a substantial pickup in profitable do-it-your- 


self business. 


‘ 


“ 
\ 


JIM MURPHY is completing his second attic bedroom a few doors 
down the street. He converted the other half of the attic into a 


master bedroom. 


IMPROVED ATTIC ROOM for his son was job done by Larry 
Robbins. Larry built shelves for toys and a work space by the 
window. 
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ALUMINUM ALLOY 
Nails 


FOR QUICK EASY PROFITS 
AND GOOD REPEAT BUSINESS 


RUSTPROOF 


Will never streak or stain 


ETCHED FINISH — for great holding 
power 


EASY TO DRIVE — made of strong 
aluminum alloy — no coating to 
chip 

EASY TO STOCK — QUICK 
IDENTIFICATION — Compact, 
requiring a minimum of space 


NATIONALLY ADVERTISED 


Packaged in convenient unit-coverage 
pull string containers and in 50 pound 
cartons. 








Available in a wide range of types 
and sizes, each designed to give per- 
manent rustproof protection. 


1 and ... ALUMINUM 
/ Building Corners 


VY Modern "'Straightline’’ design eliminates 
"ginger-bread" effect of old style cor- 


" ners. RUSTPROOF — will never stain or 
Lu tj, ¢ a2, a streak. Available in a 
Ro co, ~ 


wide range of sizes. 





100 corners to a pack- 
age — convenient — 
no waste—no damage. 


& nichols 
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Subject: 
Student's 
Report 
to His 
Professor 


What happened to one dealer's business 
after attending Art Hood’s workshop — an 


unsolicited comment. 


Dear Art: On November 1, 1955 the original 
Broscious Lumber Co. split up into three separate 
corporations. Now I can operate my business the way 
I always wanted (the way you taught me). This report 
shows the results of following just a few of your 
instructions as given at your management workshops 
for lumber dealers. 


Sales for May... . . .$77,236.38 (First five months up 50% over '56 and 


90% retail; 34% —plus gross margin on sales 
Accounts receivable as of May 31, 1957: 


Over 90 days $ 4,348.22 
Over 60 days 1,640.16 
Over 30 days . 3,216.16 
Current . 39,396.10 


Total 48,600.64 (16 days’ business based 
on 25-day month; 19 days’ 
business based on 30-day 
month.) 


Customer money on deposit (payments in advance), 
525,177.00. We use six outside salesmen on straight 
commission and they make good money. — Dave 
Broscious, Sr., Broscious Lumber Co., Northumberland, 
Penna. 


Editor’s Note: One of the interesting things about this 
report is the customer’s payments in advance item. “We 
have come to the conclusion,” says Dave, “that customers 
buying a home or big-ticket item are disappointed if we 
don’t ask for a down payment—and we don’t like to dis- 
appoint our customers.” 





Wood for Outdoor Living 


_ Ever wonder why most of the outdoor furniture you see 
is made of wood? The National Lumber Manufacturers 
Association says wood’s ability to withstand the elements 
is one important reason. Other factors: wood furniture 
with a natural finish blends in well with the outdoors and 
wood is a material that’s always comfortable to the touch— 
never unbearably hot or clammy cold. 
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This distinctive new louvered 
door allows free circulation 
of air... is well suited for 
humid climates, for conceal- 
ing furnace equipment, etc. 





The Float-Away provides full- 
capacity closets and storage 

. is the easy, inexpensive 
way to turn basement space 
into attractive recreation area. 


BERRY FLOAT-AWAY DOORS 


for those wonderful, wide-open spaces! 


These doors really open—and wide. Combining beauty with neutral prime coat or handsome wood-grain 
and convenience, they make the most of any closet finish. See vour distributor or write direct. Stee! Door 
or storage area... are perfect for modernization or for Corporation, 2400 E. Lincoln Road, Birmingham, Michigan 

new construction. And because they’re Paintlok steel, the world’s largest manufacturer of steel garage doors 
Float-Away Doors won’t swell, warp, crack or peel. ; 


Parts and components carry a full five-year guarantee 


Such other features as kiln-dried oak threshold, alumi- 


num track liners, sound absorbers, nylon guides and 
pivot bushings add up to real sales appeal. Installa- 
tion is simple. Price is competitive. Small wonder 
these nationally advertised Berry Doors are first choice 


of leading builders everywhere. 
In standard sizes, Float-Away Doors are available STEEL DOORS oe 
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HOME BUILDING headquarters of the Howard Lumber Co., 


Minden, La., where you can buy lumber, have a home designed, 


built and financed in one stop. 


Where to Find New-Home Financing 


Here are some practical suggestions by a rural Louisiana 


dealer (who uses them) on where to get mortgage money 


today . 


There are many rural areas 
where home building has always 
been stymied, but where many 
homes might be built if they could 
be financed. 

Howard Lumber Co., Minden, 
La. (pop. 9,787), has paid strict 
attention to the money market as 


it applies to that northern Louisi- 
ana rural community. As a result, 
the firm is doing a $750,000 busi- 
ness there, plans to build as many 
as 75 houses in their trading area 
in 1957, with 61 in sight now. 

American Lumberman found 
manager John Kelly as well posted 
on all the various angles of home 
finance today as any mortgage 
lender official. 

“We have found that direct 
loans for home building purposes 
by the Veterans Administration 
work out well here,” Kelly said. 
“If you go through the proper 
channels, mortgage loans like this 
are simple to get.” 

Here’s what Kelly does, as illus- 
trated by a recently completed 
home built by the firm at Ring- 
gold, La. (pop. 1,007), 20 miles 
away from the yard, financed with 
a direct VA loan. 

“First we queried our local 
lenders to see if they were inter- 
ested in the mortgage,” Kelly said. 

“When it developed they were 
not interested, we sent the mort- 
gage application to our area’s 
Voluntary Home Mortgage Credit 


Extension committee.” (Dealers 
can find their area VHMCE com- 
mittee through the state FHA 
office. ) 

“When the VHMCE committee 
was unable to find a lender, it 
certified our customer’s mortgage 
application to the VA, for the bor- 
rower is a veteran and the VA is 
making the loan out of its own 
funds,” Kelly explained. 

Uses group housing plan. There 
is no similar program for non- 
veterans. In their case, Kelly is 
turning to another device to get 
low down payments. 

“We are now preparing to build 
and finance a group of houses 
under FHA’s Section 213. sales- 
cooperative insurance program,” 
Kelly added. “We may have as 
many as 25 houses in this group. 
You have to have at least eight 
units to qualify under Section 
Zio. 

Kelly is rounding up prospective 
buyers. Under his guidance they 
will form a non-profit corporation, 
which will own the houses during 
construction. It will engage a con- 

(continued on page 58) 
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BUILDING PRODUCTS DEALERS! 
Booming business and dud prospects don't 
go together ... knowing where the ‘‘live 
ones’ are—that's what you need! 


Write for a better way 
to make your profits go up 


Advance information about new projects makes the difference between boom and bust when 
you do business with the construction industry. Dodge Reports not only give you early notice—they 
help you follow through by telling you whom to contact and when the job is out for bids 
(even who's bidding) on just the kind of work you want. If you'd like to know how to pin-point the 
‘‘live’’ prospects that will help make your profits rise, just read and mail this coupon today. 


TO: DODGE REPORTS, DEPT. 25, 119 WEST 40th STREET, NEW YORK 18, N. Y, 

Yes! I'd like to pin-point my prospects by knowing in advance who’s going to build, 
what, when, where. 

I want to know whom to contact and when to submit bids. 

I'd like to see some Dodge Reports, and Id like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service. 

I understand that I can pick just the area in the 37 Eastern States and the type of 
construction activity that interests me. Also, that I won’t have to wade through mounds 
of data to find the information I need. 


I'm interested in General Building [|] House Construction [] Engineering (Heavy Construction) TC 





in the Following Area:.- 


\Vplty; 
wll, 
4 





~~ 


ADDRESS____ 





Dodge Reports 


a For Timed Selling to the Construction Industry 


4 ‘ 
4{f \ 
“rip ]yyv' 
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WHERE TO FIND NEW HOME 


Fg Ewes a) 


1. FINANCED by a direct VA loan, after no lender was interested 
in a VA-guaranteed mortgage, this home is being built by 


Howard's own crew. 


= 


3. SUCCESSFUL SUBDIVISION recently laid out by the lumber 
firm was built up by local contractors, with much of the finance 
arranged by the lumberyard. 


tractor to build the houses and 
will arrange with a lender to write 
a 40-year mortgage on them. When 
the houses are completed, the cor- 
poration is dissolved and the 
lender sells the resulting individ- 
ial mortgages to the Federal 
National Mortgage Association, 
“Fanny Mae.” 

In the case of the Howard Lum- 
ber Co. sales-cooperative houses, 
that firm will be the lender since 
it is qualified as a mortgage lender 
under FHA rules. It will recover 
its money when the mortgages are 
sold. The contractors building the 
houses may be local contractors 
dealing with Howard Lumber Co.: 
the lumber firm itself may build 
some of the units. 

These houses will require a 5% 
down payment and mortgages run 
for 40 years. The houses to be 
built will have 840 square feet 
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plus carport. They will be built 
on improved lots valued at about 
$1,500. The houses will sell for 
about $10,000. The improved lots 
were developed by Howard Lum- 
ber Co. in its role as subdivider, 
with the streets, sewer and water 
being put in by the company. 


Other plans. In addition to this 
special program, the firm has reg- 
ular contact with mortgage lend- 
ers all over the state making FHA 
and VA loans. The firm also makes 
such loans from its own funds, 
then sells them to lenders. In this 
case, it collects the monthly pay- 
ments, being paid “%% for this 
service by the mortgage pur- 
chaser. 

Traditionally, fully one-third of 
all mortgage funds available to 
homeowners have come from pri- 
vate lenders. Howard Lumber Co. 


2. CONTRACTOR L. M. BROOKS, left, 
a Howard Lumber Co. customer. Doyle Sanders, firm's drafts- 
man and building supervisor, right. 


FINANCING 


is building a house for 


' . rr 
nan ter 


4. WALK-IN CUSTOMER discusses a purchase with firm's home 
planner, Doyle Sanders, right. 


has sought out such private lend- 
ers and administers these loan 
funds, placing them in conven- 
tional mortgages. The loans are 
processed at the lumberyard office 
and buyers make their payments 
there. The conventional mortgage 
money is used in areas where un- 
derwriting rules will not permit 
FHA mortgages, as in rural areas. 

The company, in spite of all this 
financial work, is not solely inter- 
ested in finance. It sells a good 
volume of lumber and _ building 
materials to contractors, builds 
houses itself when contractor- 
customers may not be able to take 
on the work, operates a home plan 
department, closely supervises 
construction of houses where the 
firm has brought owner and con- 
tractor together and develops sub- 
divisions when new building sites 
are needed. 
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Dramatic interiors like this are making thousands 
of your customers Marlite conscious! 


QERATI_ 
a) - ° on 
SEX: = Month in and month out, beautiful 
een Marlite interiors (designed by the 
noted New York decorator Ving 
Smith) appear in leading consumer cluding NEWSWEEK, 
magazines such as BETTER HoMEs Home MoperRNIzInc, reaching your prospects. 
Tie-in with this powerful program by using free 
Marlite ad mats and other sales aids designed espe- 
cially to help you increase your Marlite sales. Get 
full information from your Marlite representative, 
or write Marlite Division of Masonite Corporation, 
Dept. 741, Dover, Ohio. 


Homes AND GARDENS are read by more than 16,000 
building and remodeling prospects. In addition, 
Marlite ads appear regularly in 22 magazines in- 
Goop HousEKEEPING and 


l 


AND GarpeNs. The result: thousands of prospects 
in your community will be thinking about Marlite 
. many will check with you for Marlite estimates, 
literature, samples. 
For example, in a typical county (Marion County, 
Ohio, population 55,700) Marlite ads in BETTER 


oh Ul, 


Marlite 
e ° . OG uarante > 
ar il e plastic-finished paneling ipod Houten 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


BUILDING PRODUCTS MERCHANDISER Circle No. 23 on Coupon, page 114. 
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Want to Boost 
Your Siding 


-- The ONE . 
Aluminum \N 
Siding that 


offers 3-POINT 


INTERLOCK DESIGN 
Ph 


Insulation Backer Board 


Once the bottom course of Tripl- 
Tite* Aluminum Siding is installed, 
additional panels can be added 
easily, quickly and in perfect align- 
ment. While each panel is being 
fastened, it rests on the panel below 
it. Applicator does not have to hold 
panel in place—a common fault with 
old-fashioned types. Also, no time- 
consuming, repeated leveling oper- 
ations are necessary. 

If desired, Tripl-Tite is furnished 
with an insulating backer board. 
Made of a special composition, this 
unique backer board not only pro- 
vides maximum insulation, but also 
eliminates the need for sheathing. 
The result: utmost customer satis- 
faction and worthwhile savings in 
time, money, and man-hours .. . 
more sales and profits for you. 


*Trade Mark 


Available in six baked-on enamel colors 


Write or wire for details! 


Made by 
National 


Metal 
Ss l DING Products Co. 


Distributed Nationally by PRODUX, INC. 


2 Gateway Center * Pittsburgh, Pa, 
Circle No. 71 on Coupon, page 114. 
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Uses Monthly Magazine 


A mailing list of 8,000 builders, 
architects and engineers in the Kan- 
sas City trading area is served each 
month with a summary of building 
news published by R. L. Sweet Lum- 
ber Co., Kansas City, Kans. The 
magazine is 814"x1l” in size, is 
printed in two colors and usually 
runs four pages. It is called “Con- 
struction News.” 

Editor of the magazine is Mary 
R. Reidy, secretary to R. L. Sweet, 
president of the firm. She sand- 
wiches her editorial duties in be- 
tween secretarial work, but never 
misses a deadline. News carried in 
the magazine is obtained from the 
firm’s lumber salesmen, from tele- 
phone contact with various builders 
and from items in the daily papers. 
Some of the photographs published 
are taken with Miss Reidy’s own 
camera, for she occasionally has op- 
portunity to visit the construction 
jobs of her readers. A widely read 
feature of “Construction News” is 
a monthly report of building permit 
volume in the greater Kansas City 
area. 

“The names of individuals are 
important in a magazine of this 
kind,” Miss Reidy said. 

The firm pays an average of $225 
for all printing costs for the 8,000 
copies of each issue. They are 
mailed for 114¢ each. Addressing is 
done from the firm’s address stencil 
file. 


Fireproof Rubbish Vault 


“Now we never worry about the 
danger of a rubbish fire,” says 
Wendell Johnson, owner of North 
Side Building Supply, Fort Smith, 
Ark. Johnson refers to the concrete 
rubbish vault he has built in the 
wall of his store and office. 

“This rubbish vault,” said John- 
son, “goes a long way in helping us 
keep our display floor neat and 
clean. Before we put in the vault, 
the problem was what to do with 
all the trash, empty packing cases 
and the like that accumulates. Now 


we have an easy answer.” 

The vault has 13” concrete walls. 
It is 8’ square and 10’ high. It is 
fitted with metal fire doors so it is 
accessible from inside and outside. 
Whenever cartons and other dis- 
posables are to be discarded, are 
tossed into the vault. At intervals 
a yardman, opening the outside fire 
door, empties it and takes the con- 
tents to the dump without having to 
enter the store at all. 


Island Displays Paneling 


Island displays are very effective 
for paneling where wall space is 
limited or not available. Customers 
walk around this display at the Gor- 
don Lumber Co., Chicago Heights, 
Ill., and see the entire line of hard- 
wood plywoods offered. Concealed 
bracing is with 1x2’s which add 
rigidity and make the display free- 
standing. Metal legs support the 
bracing and samples. Total length is 
10’ long and the display is 4’ 4” 
wide. Gordon displays adhesive sup- 
plies on one end and literature with 
sales tools on the other end. Manu- 
facturer-supplied lighted overhead 
headers are mounted on both sides. 
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General view of portion of new plant shows raw material in foreground, conveyor, chemical storage tanks, clarifier, etc. in background. 


Modern Plant Makes Better Boart 


NEW FULLY-AUTOMATED BARRETT PLANT 
AT SUNBURY, PA., MANUFACTURES 
INSULATING BOARD TO HIGH STANDARDS 


An outstanding example of modern plant engineer- 
ing is now in full operation at Sunbury, Pennsyl- 
vania. It’s the new insulating board plant of Barrett 
Division, Allied Chemical & Dye Corporation, now 
producing hundreds of thousands of feet of high- 
quality board a day. 

No secret process, the new Barrett operation com- 


bines the best proven techniques of wood chip diges- 
tion, blending, board formation and drying, and 
fabrication. Two separate wood stock preparation 
systems permit controlled blending of wood fibers 
to make best use of special properties of hard and 
soft woods. The almost entirely automated plant is 
regulated throughout by a central control system 
which largely eliminates the possibility of undesir- 
able variations and substandard products. 

This new, centrally-located source of uniform, 
high-quality insulating board should prove of great 
value to dealers, roofers, builders and industrial 
users in the eastern and central markets of the 
United States. 





SKILLED TECHNICIANS KEEP EYE 
ON EVERY PHASE OF PRODUCTION 


the Sunbury Plant is completely automatic, per- 
can devote almost their entire attention to checking 
1g all phases of the manufacturing process. 

| panels like that shown here enable tech- 

rsee and control the flow of materials through 

le highly skilled operators watch the ma- 

adjustments and take samples, making sure 
piece of board conforms to specifications. 


COMPREHENSIVE LINE TO INCLUDE ALL 
POPULAR INSULATING BOARD PRODUCTS 


Barrett’s line of fine insulating board products has been 
planned to answer the strong demand for certain interior 
boards as well as sheathing and roof insulation. At present 
it comprises Insulating Building Board, Insulating Utility 
Board, Insulating Ceiling Tile, Insulating Plank, Insulat- 
ing Sheathing, Insulating Shingle Backer and, of course, 
Roof Insulation Board and Cant Strips. However, the 
plant set-up is flexible and other products can be added 


whenever sufficient demand warrants. 


SOPHISTICATED COLORS A FEATURE 
OF INTERIOR BOARDS 


Because interior products such as Ceiling Tile and Insulat- 

ing Plank are usually intended as interior finish, they are 
ffered in various colors as well as white. No further 
lecorating is required and very handsome effects may 
e achieved with a carefully planned combination of tones. 
{ desired, however, surfaces can be painted after applica- 
on to match any color scheme. 
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PHOTOS TELL STORY OF 
SCIENTIFICALLY-CONTROLLED PROCESS 


1 Logs move along conveyor to chipper, first step in their 
transformation to insulating board. 


The chips are then carried by conveyor belt from chipper 
to manufacturing area. 


Next, the chips are fed to a continuous digester where 
natural bonding materials are permanently softened. 


A group of refiners, each driven by a 600-horsepower 
motor, converts the digested chips into board-making 
fibers. 


Board is formed on this huge Fourdrinier machine where 
fibers are separated from water on a moving screen. 


Here the board is being pressed to correct thickness, most 
of the water being squeezed out in the process. 


The continuous web is cut into sheets by a saw which 
moves in a diagonal direction to make a square cut on 
the moving board. 


The wet sheets are then alternately fed into 8 decks of a 
direct-fired dryer. Feed is electronically controlled. 


The moisture is removed from the board which is dis- 
charged onto a conveyor. From there the 12’ x 24’ sheet 
is fed into a large saw which cuts the board into com- 
mercial sizes, after which it may be coated, laminated 
or otherwise finished in the fabricating department before 
being packaged and shipped. 
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TWO LABORATORIES CHECK PRODUCT 


An unusual detail in the Sunbury operation is the close 
supervision exercised by the plant’s two laboratories. A 
control lab continuously checks quality during production 
while a service lab checks performance under actual service 
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conditions. Board is tested for tensile strength, breaking 
k”’ factor), density, 


sé 





strength, water absorption, insulation 
porosity and many other characteristics. The result is a 
product that can be depended on to meet the most rigorous 
requirements of architects, builders and owners. 


LOCAL WOOD LOTS 
SUPPLY RAW MATERIAL 


The Sunbury mill is one of the few plants designed to use 
hardwoods as well as conventional pine and other soft 
species—as basic raw materials. Barrett's recently acquired 
8.400-acre tract of woodland in the region north of Sunbury, 


area, provides a 


as well as local wood lots common to the 


convenient and plentiful source of supply. Farmers and 


other owners thus have a nearby market for their product. 
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Barrett, with its 103 years of expe- 


rience in the built-up roofing field, 
is well qualified to produce fiber- EX PERIENCE YOUR GUARANTEE 
board Roof Insulation. Available 
i,” ta 2, 


in thicknesses from 

Barrett Roof Insulation can be : : : . . ga. ; za 
~s supplied plain, asphalt-coated or Since its beginnings in Chicago in 1854, Barrett has been 

asphalt impregnated, meets all the a sia aia 

requirements of applicable govern- a leading manufacturer of quality building products. 


ment specifications and is specially one . . eer ae ss : 5 senaaeinies 
treated to resist attack by fungi, A reputation for inte grity through a century of se rvice 
rot, termites, ete. has earned the title ‘““The Greatest Name in Roofing, 


and Barrett materials are recognized and respected by 


dealers, roofers, builders, architects and consumers, 
everywhere. The same tradition of high standards and 
} dependable service is evident in the uniform high 


\ 
INSULATING SHEATHING . quality of Barrett Insulating Board Products. 
Insulating Sheathing is a_ time- ' 
saver for builders as it eliminates 
the need for building paper which 
is commonly used over wood ; ' ; 
sheathing. To suit individual pref- % } NATION S OUTSTANDING BUILDINGS 
erences and requirements Barrett } ' ; 
Insulating Sheathing can be sup- ! \ 
plied asphalt-impregnated or both : BARRETT ROOFED 
coated and impregnated. The as- \ bs 
phalt, of course, resists moisture : : 
penetration both during and after 
application. Name a famous American building and, chances are, 
= --—— you'll find it has a Barrett Roof. Empire State Building, 
Chrysler Building, RCA Building, U.N. Building, Pru- 
dential Life, Lincoln Memorial, the list is endless and 
includes leading schools, universities, churches, office 
buildings, apartment houses, factories, public buildings 
INSULATING CEILING TILE aiid " sone ingens andi tails a eeuittal wat a 
For its insulating and noise quiet- and, of course, many of America s most beautiful private 


ing values, decorative effect and homes. It’s a demonstration of the confidence people 
ease of application, Barrett Insulat- . 

ing Ceiling Tile offers strong at- everywhere have in Barrett, and a proof of the universal 
tractions to build Y 4 j ildi 

pe Ah enn yl tama acceptance of Barrett products in the building field. 

as well as white, in sizes 12” x 12” 

12” x 24”, 16” x 16”, and 16” x 32”. 

Perforated Insulating Tile also 

available, random or regular. 





INSULATING PLANK 


Barrett offers Insulating Plank as 
well as standard Insulating Build- 
ing Board in a wide variety of 
widths and lengths. As a speedy 
means to achieve an attractive 
permanent interior finish, these 
products appeal to builders and 
homeowners alike. Plank is avail- 
able in several colors as well as 
white. 





FOR FURTHER INFORMATION ON INSULATING BOARD 
OR ANY OTHER BARRETT PRODUCT FILL IN AND MAIL 
THIS COUPON ... 


BARRETT DIVISION ~- Allied Chemical & Dye Corporation 
40 Rector Stree - New York 6, N. x 


FAMOUS BARRETT SHINGLES HEAD 
UP FULL LINE OF BUILDING MATERIALS 


Best known of Barrett building products to the public 
are handsome, colorful asphalt shingles and such basic 
built-up roofing materials as pitch and felt. Yet in the 
trade, Barrett’s reputation rests on its complete line 
which includes roll roofings, sheathings, building papers, 
asbestos-cement shingles, protective paints, cements 
and coatings, rock wool insulation, wood preservatives, 
sidings, damp-proofings, translucent panels and many 
others, as well as insulating board. 


[| Please send me further information on Barrett Insulating 
Board Products. 


[J Please send me information on Barrett’s full line. 





Name 


Address- 





City 
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| 
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CLPEALER POINTERS, 


HONEST JOHN 


WELCOMES YOU TO 


LEESBURG * LUMBER 
berating to bu An 
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Humorous Sign 
Attracts Motorists 


A pious monk—Honest John— 
symbol of the Leesburg (Ind.) 
Lumber Co. gets more than a glance 
from passing motorists. In several 
cases people who have dropped in to 
comment on the sign have ended up 
as customers after they browsed 
through the firm’s tool and building 
materials displays. A small hoop 
serves as a halo for the monk clad 
in brown and standing tiptoed on a 
white cloud. 


Revolving Display Turns 
Tools Into Profit Makers 


Building mechanics are the best 
hand tool customers at Franklin 
Building & Supply Co., Lexing- 
ton, Ky. Part of the firm’s suc- 
cess with these high-profit items is 
a revolving tool display, which car- 
ries a wide assortment of individ- 
ually priced wrenches and pliers. 

Strategically located near the 
sales counter, few mechanics can 
resist the urge to look over the tool 
display while waiting for their or- 
ders to be filled. Even if they don’t 
buy immediately, they know where 
they can buy tools when required. 


BUILDING PRODUCTS MERCHANDISER 





another reason why you profit from 


ASSURED QUALITY 


Greenlee Tools for Craftsmen 


Your customers who really know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
screw points are accurately 

the cold-formed 


edges are true... 
hobbed . . . squares are perfect... 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GREENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 
GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 





FREE. ee HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in »«conas. Free to hardware and 
building supply dealers . . . send 

request on your letterhead. 


Qe ' 
\\ GREENLEE TOOL CO. 
2267 Twelfth St., Rockford, Ill. 


Auger Bits @ Electric Drill Bits © Chisels and Gouges 
Expansive Bits ©@ Drawknives © Other fine tools 


GREENLEE 


Circle No. 24 on Coupon, page 114 





POSTING CREDIT CONTROL CARDS from the daily journal of 
payments received, Miss Aloha Gillett keeps her credit control 


system current 


$100 CREDIT at once is authorized by the firm's credit control 
supervisor upon completing credit application when buyer is 
listed in city directory. 


Credit Control System Pays Dividends 


Here is a step-by-step system for simple credit control 


that can work for you as well as this Missouri dealer. 


When a customer says, “Charge it!” what do you 
do? Do you check the status of his account or do you 
accept him at face value? 

With increased volume of business and more open 
account customers, it is becoming impossible for 
every employe to know who has an open account in 
good standing. Some type of credit control is needed, 
even in small-volume yards. 

Faced with this problem on a king-sized scale, the 
R. L. Sweet Lumber Co., Kansas City, has worked out 
a credit control system which is both speedy and 
accurate. It protects the interests of the company in 
addition to fostering customer good will through im- 
proved service. 

The credit control system is based on a simple idea: 
each open account has its own serial number; this 
serial number must be placed on every sales ticket 
before delivery can be made. 

Combined with this serial number is a three-digit 
service code number. This code number lies at the 
heart of the system’s customer satisfaction. It is a 
guide to pricing, invoicing and posting of the account 
in exactly the form desired by the customer. 
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Typical sale. As an example of how the system 
works, let’s follow the course of a typical sale made 
to a firm having an open account in good standing 
with the firm. When the sales ticket is made up, the 
salesman checks with Miss Aloha E. Gillett, who is 
in charge of credit control. 

Miss Gillett has a quick-reference card file on all 
customers. She refers to the customer’s credit con- 
trol card and reports the account serial number and 
service code to the salesman. He writes these num- 
bers on the sales ticket. All this takes about five 
seconds. 


When Miss Gillett looks at her control card she 
may see a note there on the account’s credit status; 
if any question exists, she reports this to the sales- 
man so the question can be resolved at once. 

Let’s say the account number is 121-4434. To the 
left of the hyphen is the service code; to the right 
is the account serial number. 

The first digit of the service code shows that a job 
estimate has been made for this customer; hence he 
is to be billed the estimated price. The second digit 
shows he is to be billed in triplicate. The third digit 
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TIME-SAVING, accuracy-boosting stencils bearing open account 
names and serial numbers are used to head monthly statements 
address other mail. 


shows this customer maintains a job ledger and that 
each purchase is to be charged by the lumber com- 
pany against a specific job. 

Since the service code number appears on each 
sales ticket, this customer is assured of getting the 
price service he understands; he will get the number 
of invoice copies which his bookkeeping system re- 
quires; and he need spend no time on the phone 
getting the bill for a purchase for one job sorted out 
from another job. 

In a firm the size of R. L. Sweet Lumber Co., with 
several thousand active accounts, credit control is a 
full-time job. On a quiet day Miss Gillett may answer 
more than 100 requests for account numbers. In ad- 
dition, she may process the opening of a dozen or 
more new open accounts. In between times she keeps 
the credit control cards up to date. In a smaller firm, 
the system might work in the same fashion, operated 
by the bookkeeper. 


Opening the account. All charge accounts at 
Sweet’s are initiated with a credit application. The 
firm has one form for regular 30-day open accounts, 
another form for revolving Bild-A-Count credit ex- 
tended primarily to homeowners. 

When a credit application is completed, an account 
serial number is assigned at once. It is at this point 
that the customer’s pricing, invoicing and posting 
requirements are learned and the service code num- 
ber added. 

Before formal credit check is made with the loca] 
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CHARGE ACCOUNT 
Applicotion 


CREDIT CONTROL CARD (top, left) used in quick-action card 
file at R. L. Sweet Lumber Co. Account’s name, address and 
serial number are typed above top line; other spaces are used 
for penciled credit data. 


SIMPLE CREDIT application form (right) is used in opening 30- 
day charge accounts used by builders, some homeowners. Another 
form covers revolving charge plan. 


retail credit bureau, it is the practice of the firm to 
authorize up to $100 on credit at once if the customer 
is employed, lives in Kansas City, is named in the 
city directory and owns his home. This permits pur- 
chases to be made at once. 

After satisfactory completion of the credit check, 
a form letter is sent to the customer welcoming him 
as a credit customer and listing the company’s 


services. 


Control card used. For use in Miss Gillett’s credit 
control file, a small card is made out when the credit 
application is prepared. This card, complete with 
customer’s name, address, phone number, service 
code number and account serial number, is placed in 
the control file. If the account is a revolving Bild-A 
Count, this fact is noted on the card, together with 
the credit limit and monthly repayment terms. 

The credit control card is made of high-quality 
paper to permit constant handling and erasures. As 
the customer makes purchases and payments, any 
deviation from a good credit record is pencilled on 
the card together with other items of credit interest. 
Thus, all basic credit information on every customer 
is contained in the credit contro] file. This speeds 
approval of individual sales. 


Equipment used. Due to the large number of open 
accounts maintained by the firm, a special card file 
is used. This file carries all the credit control cards 

(continued on next page) 
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For sheathing, paneling, 
general use, choose 


lightweight, light-colored 
Engelmann Spruce 


one of the dependable woods from 
the Western Pine mills 


This versatile softwood is easy to work, 
straight-grained, has a wide range of uses in- 
cluding crating, rough construction, and fine 
cabinetwork. And it is carefully dried, insur- 
ing lower maintenance cost, more accurate 
sizing, improved woodworking qualities. 


Write for Free illustrated Facts Folder 
on Engelmann Spruce to: WESTERN 
Pine Association, Yeon Building, 
Portland 4, Oregon. 


The Western Pines 


and these woods from 
the Western Pine mills 


WHITE FIR - INCENSE CEDAR 


idaho White Pine 


ENGELMANN SPRUCE 


| 
| 
| 
| 
Ponderosa Pine | rep cepar - DOUGLAS FIR 
| 
! 
| LODGEPOLE PINE - LARCH 


Sugar Pine 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 


Circle No. 5 on Coupon, page 114. 








CREDIT CONTROL 


(begins on page 66) 





on a rotating drum. The drum is turned by an elec- 
tric motor. The entire mechanism is built into a desk 
designed at Sweet’s and built in their cabinet shop. 

For smaller firms, similar less expensive quick- 
acting card file equipment is available for use on the 
desk top. 

To speed up typing monthly statements and main- 
tain accuracy, each open account has name, address, 
service code and account numbers set up on a stencil. 
In this case, a metal stencil is used; there are available 
stencils which are cut on a standard typewriter for use 
by smaller firms. 

The stencils are filed in metal drawers. The stencil 
is first used in mailing the initial welcoming letter; 
later it is used to head individual monthly state- 
ments. 

“Setting up the stencil takes us a bit more time 
when the account is opened,” said Miss Gillett. “How- 
ever, during the life of an account, we save many 
times over in speed and accuracy as we get out 
monthly statements, price and post sales.” 

When a statement is to be headed, the individual 
stencil is taken from the file by hand, inserted in a 
simple desk-top printer and stamped on the state- 
ment form. 

Thus, everything in the firm’s pricing, billing and 
posting procedures always carries both the account 
serial number and the service code. At all points 
along the route, the credit status and special service 
required are always apparent. 

Control is maintained to guard against over-ex- 
tension of credit, yet customer satisfaction is im- 
proved through better service on pricing, billing and 
posting. 





Hair-Pin Legs, Plywood 
Make Fine Display Gondolas 


Black iron hair-pin legs of the type offered for 
sale to do-it-yourself customers have been used 
in making up hardware display gondolas at Berry 
Street Lumber Co., Fort Worth, Tex. Hardware 
manager Frank Paschall took 14” fir plywood pan- 
els 2'x8’, edged with small flat molding and 
painted them with two-tone paint. The iron legs 
were then screwed to the four corners of each 
panel. Two of the low tables thus constructed 
were placed side by side, and two more were 
placed on top of them. Plywood panels, slightly 
narrower, were used for the top shelf of the dis- 
play stand. The lowest level has 6” legs, the 
others have 18” legs. 

The device is inexpensive to build, has a fine 
appearance, and can be changed as needed, ac- 
cording to the kind of merchandise to be dis- 
played on it. 
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In actual road tests... 


Dodge won top honors 
in test after test between 
comparable models of all 
three low-priced trucks. 
Special high-speed camera 
records actual finish of 
hill-climb test. From a 
standing start, test crews 
raced all three trucks up 
a 32% grade. Dodge was 
first by five lengths. 


and on your job . , 


Dodge gives you more 
V-8 power, in every 
weight class, than either 
of the other two low- 
priced trucks. From 
204-hp. pick-ups to 232- 
hp. tandems, the extra 
power you get in a Dodge 
means an on-the-job 
performance bonus for 
you. It means greater 
economy, too, because it 
cuts down engine strain, 
reduces wear and repairs. 


a 


Dodge Power Giants outpower, outperform the 
“other two” low-priced makes by wide margin! 


Want power? Dodge outpowers its low-priced competi- 
tors by as much as 27 percent. 


Want economical performance? The advanced design 

of the Dodge short-stroke V-8 produces the most efficient DD cet 
fuel usage in the industry. You get more miles per gallon 

.. . full power on regular gas. 


Want extra payload capacity and handling ease? Dodge PowerGiantrs 


has ’em beat on both counts. 








How about it? Don’t you think you should find out for 
yourself? Just give your Dodge dealer a ring. He’ll bring 
a truck right to your door and he’ll show you certified 
test results that demonstrate Dodge is a winner in actual 
tests and on your job. 


MOST POWER OF THE LOW-PRICED 3 
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monthly feature for dealer-fabricators 








ROOM-SIZE wall sections are fabricated 


from pre-cut lumber in dealer's shop. 


Shop-Built Wall Sections for Custom Jobs 


Panels up to 21’ 4” are pre-cut and assembled by dealer 


for individual house plans. 


Custom-designed houses are pre- 
cut according to individual blue- 
prints and preassembled in room- 
size sections by W. Theo. Miller & 
Son Lumber Company in Kutztown, 
Penna. 

“All sections are joined at inter- 
secting walls, which eliminates dou- 
ble studding where they are not 
needed. This is a saving of material 
and greater strength as compared 
to 4’ panel construction,” says C. M. 
Althouse of the Miller company. 
“All window assemblies, door as- 
semblies and sub-assemblies (inter- 
secting wall assemblies) are pre- 
assembled and placed in position in 
each section of the jig table accord- 
ing to specifications on the blue- 
prints. We apply 25/32” insulation 
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imprinted sheathing on _ exterior 
walls.” 

Althouse explains that most 
homes furnished by Miller have 
trussed roofs, with trusses fabri- 
cated in same manner as the wal] 
sections. 

About 200’ of studs are usually 
cut at a time on the dealer’s radia] 
arm cutoff saw, then moved by lift 
truck to the assembly shop, which 
is on the second floor of the ware- 
house building. A conveyor is used 
to bring lumber to the fabricating 
room. After cutting and assembly, 
an overhead conveyor plus block and 
tackle make it possible to easily lift 
the large wall sections off the jig 
table directly onto waiting semi- 
trailers with 24’ flatbeds. 


Miller & Son provide a complete 
home planning service, using an 
automatic slide-projector to show 
prospects how their homes are pre- 
assembled and erected. Slides are 
also shown of completed homes in 
the Kutztown area. 

The firm is also heavily engaged 
in major home remodeling package 
selling, including kitchen modern- 
ization. 


OVERHEAD TRACK at Miller & Son con- 
veys assembled trusses and wall sections 
to waiting semi-trailers. 
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5 square feet at a time 
without face nailing! 


(WITH OR WITHOUT SHEATHING ) 
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NOVA SHAKE-PANEL AND THE NOVA PANELCLIP 
together represent the modern method of shingling. With 
this revolutionary combination, #1 Novagrade Shakes are 
applied in /arge panels, at major savings in construction. 

First, you are handling and working with “big pieces” — 
a fundamental practice of modern, economical techniques 
Nova Shake-Panels are 4’ long and 16” high, composed of 
undercourse shingles, wood stiffener, and Cedar Shakes elec- 
tronically glued and pressed to form sturdy panels. Panels are 
kerfed along bottom edge to receive the Panelclip. On roofs 
or exteriors, construction is now many times faster than 
ever before, whether over Homasote sheathing or open studs 

Where the climate permits, Nova Shake-Panels require no 
sheathing — and may be applied directly to studs without 
furring. Application is simple, whether over studs, sheathing, 
or old siding: Panelclips are nailed across the bottom of the 
building -—— Nova Shake-Panels are inserted in the clips with 
out nailing — and the next course of clips is fitted to the tops 
of the panels. These 26-gauge, galvanized-steel clips form a 
tight joint, and the panels are shiplapped 3g” for complete 
weather-protection 





OVA 


A wholly owned subsidiary 


of Homasote Company 
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The Panelclip, with patented features, beats other forms 
of attachment easily. These are the facts: (1) by allowing 
a 15” exposure instead of the conventional 14”, Panelclips 
save 7% in coverage; (2) they eliminate individual nailing 
of shakes, save 330 nails per square, cut labor costs accord- 
ingly; (3) they replace 1 x 4 furring strips — which cost 
more than the clips themselves; (4) they hold the Shakes 
securely where holding power is at the maximum (the 
Shakes are kerfed at the butt end to fit onto the clips). 

The good looks and long life of a Nova Shake-Panel 
exterior are your two prime assets. The two-coat finish is 
equivalent to a first-grade exterior house paint job, accentuated 
by deep shadow lines. Most important, there are no exposed 
nails to rust and stain the surface. 

This modern approach to building problems is typical of 
Nova Products —each one a leader in its field. All these 
products are explained in detail, with construction informa- 
tion valuable to you on the job, in the new Nova Handbook 
This 68-page, illustrated manual gives facts and application 
know-how on waterproofing products, 

Jalousies (including the Nova Pre- 
framed Jalousie ) , Novafold Doors, 
Novasep Anchors, and Cedar 
Closet Lining—as well as Shakes, 
Shingles, and Shingle Paints. 

We have great confidence 
in the value of the Nova Hand- 
book to every builder and 
dealer. May we send you a 
copy now, without obliga- 
tion? Please address Depart- 
ment G-10 


SALES 


TRENTON 3, NEW JERSEY 
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4'x8' PANELS with pre-formed vertical 
ribs received home builder interest at 
NAHB Research House. F. O. Marion 
(second from left), general sales manager 
of Masonite Corp., tells builders how 
speedily the rigid panels were erected by 
the Lu-Re-Co method. Three carpenters 
spent just 2'/, hours erecting the 147 
lineal feet of walls. Siding is new pattern 
of tempered Presdwood. 


NAHB Research House Uses Lu-Re-Co 


Recognition and promotion of the 
Lumber Dealers Research Council 
(Lu-Re-Co) building system for 
wall panels by the National Asso- 
ciation of Home Builders has been 
achieved through the NAHB Re- 
search Institute Home of the Year 
recently erected in Kensington, Md., 
a suburb of Washington, D. C. 


The exterior wall panels of the 
research house are fabricated with 


a 2x4 base plate and three 2x4 studs 
with °%” preformed tempered Ma- 
sonite “batten board” for a single 
layer combination’ siding and 
sheathing. The tempered hardboard 
is a new product. 

Another lumber dealer product— 
as advocated by Lumber Dealers 
Research Council—is the ‘“Duo- 
Wall” for interiors. These panels 
are of hollow core stressed skin con- 





“DUO-WALL" SYSTEM in NAHB Research 
House is development of Lumber Dealers 
Research Council using hollow core 
stressed skin panels with vertical chases 
for wiring and patented metal spline sys- 
tem (sketched above) which is now mar- 
keted by lumber dealers. 


struction with vertical chases for 
wiring. In the NAHB house, the 
panels are faced with 144” tempered 
hardboard and are available in 1’ 
and 2’ widths by 8’ high and 2” 
thick. The panels are used in con- 
junction with 2” corner posts. 

The ‘‘Adjust-a-bilt” spline system 
introduced at the 1956 NRLDA Ex- 
position by the Lumber Dealers Re- 

(continued on page 74) 





INDUSTRIAL DOORS 


Custom-Built for Openings 
up to 196 Sq. Ft.—18’ Wide or 14’ High 


@ The new Frantz line provides virtually tailor-made indus- 
trial and commercial overhead doors up to 18’ wide or 14’ 
high. Three Series for varying requirements—from heavy 
industrial to standard commercial applications. Choice of 
either wide panel or square panel design. Manual or electric 
operation. Oil tempered extension springs custom made for 
every door assure remarkably smooth and easy operation. 
Zinc plated hardware. Taper mounted track. Backed by a 
generation of experience in overhead door engineering and 
design. : ; 

Nationwide Distribution, See Your Lumber Dealer. 


WRITE FOR CATALOG NO. 900 TODAY 


FRANTZ MFG. CO., STERLING, ILL. 


© A lighter door 
but ideal for 
many require- 
ments. 


SERIES NO. 900 


e For standard 
commercial 
applications. 


SERIES NO. 1000 


@ For rugged use 
and efficient 
operation 


SERIES NO. 1400 
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How USS GERRARD STEEL STRAPPING 


from mill to job site 


Cr —Packaged lumber really pays off, all the way down 
the line. It can cut handling time by 75%. And time saved is 
money saved. Package your lumber at the mill with USS 
YERRARD Steel Strapping, inventory it once, and stack it. 
Then it can be loaded directly from storage areas, quickly 
and safely. Your customers will thank you for this added 
money-saving service by giving you future business. 


| RETAIL iat the retail yard, tabulation of deliveries is once 


again a simple task. Loading, unloading, and moving bundles 
of lumber reinforced with GERRARD Steel Strapping is ac- 
complished quickly and easily with a straddle truck or fork 
lift, and the savings in money and time is once again re- 
peated. Different grades, sizes and varieties are stacked 
separately for display, and accessibility to customers. 


TIT eceiving GERRARD-strapped lumber from 


the mill makes unloading and stacking an easy job. The stacks 
can be tabulated at a glance, and arranged according to 
grades, sizes and varieties. In loading for shipment, the same 
time-saving advantages are experienced again. Thus, the valu- 
able time saved can be devoted to transporting payloads. 


| JOB SITE aN the job site, packaged lumber can be 


dropped from a truck bed without the individual boards 
spilling in all directions—a procedure which would necessitate 
repiling. Moreover, packages of USS Gerrarp-strapped 
lumber are virtually pilfer-proof—a very desirable feature at 
building sites where lumber shortages are prevalent. 


You, too, can receive the time- and money-saving advantages that USS GERRARD 
has to offer. Contact a USS GERRARD sales representative, and let him show you 
just how GERRARD Steel Strapping will fit into your lumber-handling operation. 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CHICAGO, ILLINOIS 


i 
USS ERRARD | 
Round and Flat STEEL STRAPPING 


oe ee 
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—cnan== GET THIS CATALOG NOW 233°"! 


Gerrard Steel Strapping Division 
United States Steel Corporation 
2933 West 47th St., Chicago, Ill. 


Please send me, free of charge, the new 36-page 
GERRARD Blue Book of Packaging 

Name 

Title 

Company 

Address 

City 


STEEL 
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search Council is a basic part of 


double hung windows 
the “‘Duo-Wall’ system. Several ex- 


with perimental faces and coatings were 
3-WAY put on the panels in the NAHB 
house, including “Mylar” coating 


by DuPont Co. 


The research house further uses 
a king-post glue-nailed truss with 
2-12” pitch on 32’8” span using 


'4” plywood gusset plates and 2x6 
stock length members. This is the 
IT SLIDES UP! truss developed by the University 
of Illinois Small Homes Council 
and recommended for fabrication 
by lumber dealers using the Lu-Re- 
Co system. They are toe-nailed to the 
perimeter beam with two 314” 
threaded nails and have one TECO 
triple-grip fastener at each end. 


Looks and works like a regular 
double hung window. 


IT SLIDES DOWN! 
With full-height up- 
and-down movement 
of both sashes. a 
—— woes Ts A study group to investigate pro- 
duction and marketing of residential 
building products has been formed by 
the Porcelain Enamel Institute, Wash- 
ington, D. C. 
tilted easily inward to wai Following successful use of por- 
Ay sAl\ : celain-enamel as a colorful structural 
any desired angle. Tit ” i tf material in metal clad commercial 
‘ buildings, the manufacturers hope to 
Th TWIN/TILT WINDOW is a complete ; enter the housing field through such 
e é , if "aate - e | components as window walls; complete 
wood unit that operates on newly designed Pas i roof systems; window casings and 
hardware which requires no weights, no a 7 if - parts. Also, the potential of the cur- 
pulleys or cords. Works easily and quietly, f tain wall panel for homes will be 


without rattles, sticking or binding. Hundreds studied. ; 

f si Ry I ah An example of the roofing system 
re 8 si ‘ 4 using porcelain enamel is the bright 
dows are completely assembled, with glass ‘ : Bi orange roofs of the Howard Johnson 


and hardware installed. restaurant chain. 


AVAILABLE PRE-GLAZED WITH 1/2” THERMOPANE 
INSULATED GLASS + FULLY WEATHERSTRIPPED « 
TILTING DOES NOT INTERFERE WITH STORM SASH OR hs ; What are "Components?" 
SCREEN » ALUMINUM SCREEN +» WORKS PERFECTLY 
WITH AIR CONDITIONER 


Porcelain Ename! Components 


iv TILTS! 
Both sashes can be 








“Component” is a relative new word 
| He in the language of the lumber and 
Contact the distributor in your area eS atl building material dealer. It means 

< fabrication of various pieces or parts 
SOME PROTECTED DISTRIBUTOR AREAS OPEN 6 3 into an integrated building unit which 
‘ ‘ : ae can be erected with minimum of on- 

Does not require stocking = eZ site labor. 
complete unit — hardware ; age There have been many components 


will fit your stock modular sold by dealers for years —such as 
Kas double hung frames and millwork, pre-hung doors, etc. The 
—<%\ sash. latest developments involve wall and 
<Ne ‘ floor panels, roof trusses and similar 
BROWN-GRAVES CO. units precut and preassembled in the 
AKRON 1, OHIO dealer’s shop. The Lu-Re-Co (Lumber 
Dealers Research Council) system is 
basically 2 component. building 
0 ee method. 
Research is now being conducted by 
mail Sook exauineraicac a Obie a innumerable building material manu- 
Please send catalogs and complete details. facturers a oe a. oe 
this lama [] builder [] architect (_] dealer sections whic _— - See 
through lumber retailers. 
NAME F met The editors will welcome informa- 
coupon Wie mn « tion from dealers concerning new 
— = shop-built components. This “Compo- 
___ STATE ; nent Builder” department will appear 
monthly in A. L. 


2K 1M. Reg. Pending U.S. Pat. No. 2,666,235 


today! 


city 








—The Editors. 
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HOUSES FACE THESE HAZARDS... 
YOU CAN SELL THE CURE 


Gold Bond STEEL Wallboard Beads... Money-Saving Mixed-Car Shipments 


Gold Bond 


Wallboard Arch Corner Bead 


SS =>. How well do the corners hold up? That's a real test of 
mae Seah y wallboard construction—both during building and after 
\ ‘ | the house is sold. Gold Bond Wallboard Arch - Corner Bead 
Ya se" | protects exterior corners with the strength of steel. Your 

*) | builder-customers can use it on straight corners — or snip 
one flange to form any arch they want. Exclusive triangular 

design for maximum joint-cement bonding... deep knurled 


flanges prevent cement slippage, improve adhesion. 


Gold Bond 


No. 400 Wallboard Casing Bead" 


This selt-finishing steel casing bead costs less than wood 
trim, makes finishing and painting easier at door and win- 
dow casings. Snug fit . . . ridge design locks in wallboard 
... available with precision-mitered ends. Other styles with 
square, recessed, angle and channel edges. 

CUT YOUR FREIGHT COSTS BY ORDERING GOLD BOND WALLBOARD 
CORNER AND CASING BEADS TOP-LOADED WITH YOUR REGULAR 
GOLD BOND WALLBOARD ORDER. Send for free literature .. . 
write Dept. AL-77, National Gypsum Co., Buffalo 2, N.Y. 


Patented under U.S. Patent No. 2,663,390 


WALLBOARD ACCESSORIES 
i See Gold Bond 
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MATERIALS HANDLING — STORAGE 





Salvage Poles, Culls 
Reduce Shed Costs 


When Building Products Wholesale Co., Fort Worth, 
Tex., needed a warehouse to store California redwood, 
the use of pole-type construction, salvaged poles and 
cull lumber produced a 120’x 40’ shed for approxi- 
mately $3,500. The structure will handle 200,000 board 
feet of lumber. 

A pole line contractor was employed to supply and 
erect the 33 eight-inch salvage telephone poles needed 
for the building. These were set 414’ deep, in three 
parallel rows. The two outermost rows support the two 
sides of the shed, the center row supports the shed’s 
center. The poles cost $10 each, erected. 

At intermediate points between the poles, the con- 
tractor drilled 4!’ deep holes. These were for poured 
concrete piers. Forms for the above-ground portion of 
the piers were made of roofing paper, stapled together 
to form 8” tubes. A steel reinforcing bar was inserted 
vertically in each tube and the concrete poured, allow- 
ing the upper end to protrude. The wood portions of 
the shed above were tied to these reinforcing bars 

Intermediate vertical wood members, resting on the 
concrete piers, were made of cull 2x4s spiked together 
three-ply. The horizontal 2x6 members pass through 


SIMPLIFIED CONSTRUCTION — One of supporting poles, to- 
gether with intermediate concrete piers, shows how to build 
inexpensive structure. 


the center of these three-ply laminated uprights and 
rest in mortises cut in the sides of the poles. 

The finished shed opens on both long sides. It has 
20 openings four high on each side. The upper two 
bins are reached from a well-railed catwalk served by 

railed stairs at one end and by a vertical ladder in the 
middle of the run. End walls and roof are covered with 
corrugated metal sheets. 

Design and construction supervision of the shed was 
by J. B. Nelson, manager of the Berry Street Lumber 
Co., Fort Worth, a customer of the wholesale firm, 
who had recently completed a similar shed at his yard. 

“Construction of the pole-type shed is so simple that 
we needed no drawings at all to build it,” Nelson said. 








Man ripping large panel by pushing it across frame under running 
saw (kept running by switch lock) 


CHECK THESE FEATURES ——— 


@ ACCURACY —all cuts @ RIPS OR CROSS CUTS 
are consistently square. without removing panel 
Vertical and horizontal from machine. 
scales are attached for @ ONE MAN OPERATION 
selective cuts. —one man can cross 

cut or rip a 4 x 12’ 

@ SAFETY — machine is panel quicker than two 
foolproof. Completely men can on a table 
safe for unskilled help. saw, 


WRITE TODAY FOR DETAILS —> 














Now You Can Make A Profit 
Cutting Panelboards To Size! 


RICHARD C. BENNETT MFG. CO. 


PLYWOOD ¢ HARDBOARD 
TILEBOARD « PLASTIC LAMINATES 


Cut these and other panels with the 
BENNETT 


2-WAY PANEL SAW 


Proof of Satisfaction! 


These firms—and many others—bought a 
2-Way Panel Saw—liked it—and then re-ordered 


Pennsylvania 4 


Bestco Corp., 
Whipple Bros., Inc., Pa. & N. Y. 

U. S. Plywood, N. Y., Ill., Fla., Tenn., Wisc., N. J.. 
Plywood Co.—name withheld on request 

Peter Lumber Co., Pa. & N. J. 

Lumber Co.—name withheld on request 
Edward Hines Lbr. Co., Illinois 

Capitol City Lumber, Conn. 

Diamond Match, Calif. & New England 

Harbor Plywood, Calif., Ill., Md., Texas, Wash. 
Rubenstein Lumber Co., Illinois 

Sunland Lumber Co., Calif 

Welsh & Grey, New York 


7 
Neb., Canada ie 


439 Silvara Road 
LACEYVILLE, PENNSYLVANIA 
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“On the basis of price 
and operation over rough terrain, 
I selected the Sherman Fork Lift” 
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Modern materials handling comes 
to the small yard, too 

That even small building supply yards can profit by using 
a Sherman Fork Lift is proved by the experience of Hudler- 
Moore Lumber Company, La Marque, Texas. This enter- 
prising dealer has all materials delivered in palletized lot 
sizes. Then his Sherman takes over. Mounted on a Ford 
Tractor, the Sherman Fork Lift easily moves all supplies 
around the unpaved yard. It stores them in a fraction of 
the time formerly consumed. And it delivers just as fast. 
Hudler-Moore think nothing of loading and delivering 
5300 feet of lumber in less than an hour. Not only does 
Hudler reduce his cost of filling orders, but he has gained 
the satisfaction of his customers. 

No matter what size yard you operate, it will pay you 
to investigate the Sherman Fork Lift. Write today for 
Bulletin No. 1169. 


Sold and Serviced by your local 
| FORD TRACTOR DEALER 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 
POWER DIGGERS © FRONT END LOADERS © FORK LIFTS* 


*Manufactured Exclusively for Sherman Products, Inc., by K-D Mfg. Co., Cleburne, Texas 
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FAILURES AMONG RETAILERS 
OF LUMBER AND BUILDING MATERIALS 
1940-1956 


Year Number 


1940 128 
1941 145 
1942 112 
1943 24 314,000 
1944 6 104,000 
1945 5 64,000 
1946 . 102,000 
1947 35 1,365,000 
1948 100 2,097,000 
1949 167 3,875,000 
1950 104 4,424,000 
1951 115 2,444,000 
1952 102 4,781,000 
1953 114 4,321,000 
1954 152 5,456,000 
1955 171 6,569,000 
1956 191 6,776,000 


Source: Dun & Bradstreet, Inc, This record includes those busi- 
nesses that ceased operations following assignment or bank- 
ruptcy; ceased with loss to creditors after such actions as 
execution, foreclosure, or attachment; voluntarily withdrew 
leaving unpaid obligations; were involved in court actions 
such as receivership, reorganization, or arrangement; or 
voluntarily compromised with creditors. 


Liabilities 
$2,072,000 


1,955,000 
1,585,000 


RETAIL LUMBER FAILURES RANKED 8TH IN 1956 


Failure Rate Per 
Line of Business 10,000 Concerns 
Infants’ and Children's wear 211 
Women's ready-to-wear 158 
Men's wear 127 
Sporting goods 114 
Furniture 92 
Women's Accessories 92 
Appliances, radios and television 81 


LUMBER AND BUILDING MATERIALS 63 


Bakeries 63 
Gifts 60 
Shoes 50 
Cameras and Photographic Supplies 48 
Books and Stationery 44 
Dry Goods and General Merchandise 42 
Jewelry 40 


AVERAGE—ALL RETAILERS 37 


Eating and Drinking Places 36 
Automobiles 34 
Drugs 30 
Groceries, meats, produce, etc. 26 
Hardware 26 
Auto parts, Accessories and Tires 23 
Farm Equipment 20 


Source: Dun & Bradstreet, Inc 


1956 WAS ROUGH ON LUMBER DEALERS 


Poor management and inadequate sales were blamed 
for record number of lumber dealer failures in 1956. 

More lumberyards failed, with a higher creditor 
loss, in 1956 than in any other year since 1940. This 
is the word from Dun & Bradstreet, Inc. 

Here’s the picture: 

(1) In 1956 there were 191 retailers of lumber and 
building materials who failed, an increase of 12% 
over 1955. 

(2) Total loss to creditors was $6,776,000, an in- 
crease of 3% over 1955. Average loss to creditors per 
firm was $35,476. 

(3) Retail lumber and building materials firms stood 
No. 8 from the top of the list of 22 general retail lines 
in failure frequency in 1956. 

Why they failed. Bad management is blamed for 
most failures. The Dun & Bradstreet credit reporters 
found these reasons: incompetence, 40.2% ; unbalanced 
experience, 17.3%; lack of managerial experience, 
17.3%; lack of experience in the line, 16.3%; poor 
health, 2.7%; bad habits, 1.2%; irregular disposal of 
assets, 1.1% ; miscellaneous, 3.9%. 
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Says Dun & Bradstreet 


Dealer's excuses. The dealer’s excuses for failure 
were somewhat different from the reasons found by 
Dun & Bradstreet reporters. More than half (50.4% ) 
blamed inadequate sales. One in five (21%) blamed 
tough competition. One dealer in 20 (5.3%) said he 
couldn’t collect money owed him. Another group (6% ) 
said their hands were tied by excessive fixed assets. 


Almost one dealer in 20 said heavy operating costs 
forced him out of business. One in 10 (10.4%) said 
inventory burdens forced him out. A few (5.2%) 
blamed their trouble on poor location. 


No matter what 1957 brings, there is always room 
for the retail lumber and building material dealer who 
knows what he is doing and how to do it. Initial 
profits may be made by service, quality and the right 
location, but only sound management policies and 
practices will hold on to those profits and build the 
business, the report commented. 


“A good long look at himself and his business never 
did any businessman harm, and if the underlying 
causes of failures in 1956 suggest areas of change or 
investigation, all well and good.” 
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THESE FACTS 


can increase your summer sales of 


Kaiser Aluminum Farm Roofing... 
RIGHT NOW! 


Dairymen know that milk production drops over 
13% at 80 degrees—41% at 95 degrees. 


Kaiser Aluminum Roofing gives dairymen a 15 degree 
hedge against this profit robbing heat! 


Poultry growers know that hens stop laying; many 
die, at temperatures of 100 degrees. 


Kaiser Aluminum Roofing reflects destructive summer- 
time heat to keep farm buildings up to 15 degrees 
cooler! 100 degree temperatures are lowered to 85 de- 
grees, keeping hens vigorous and productive. 


Hog raisers know that weight gains stop at tempera- 
tures over 90 degrees. 

Hogs shaded under Kaiser Aluminum Roofing keep 
gaining at outside temperatures of 90, 95, even 100 
degrees. 


Cash in on these facts now, when the sun is 
starting to sizzle! 


Make sure you have adequate stocks of heat- If you’re not yet an authorized Kaiser Alu- 
reflective, lightweight, rustproof Kaiser Alu- minum Roofing dealer, send for full details 
minum Roofing on hand. It’s available in 48 about this big sales maker today. Simply 
and 26-inch wide corrugated or V-crimp write to: Kaiser Aluminum & Chemical 
sheets, or the brand new Roll-On* in 50-foot Sales, Inc., Merchant Products Dept., 919 
corrugated rolls. N. Michigan Avenue, Chicago 11, Illinois. 


kaiser Aluminum 


Quality Aluminum Products Sold by Better Dealers 
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Courtesy Western Red Cedar Lumber Association 


WOOD- 


riding high with O.H. I. 


To Retail Lumbermen: 


Lumber is the backbone of “Operation Home Im- 
provement” —the richly rewarding material that 
enables Mr. Home Owner to economically enlarge, 
remodel and improve his property. It is the perfect 
building material for an addition to the house, for 
paneling living rooms, and playrooms, or turning an 
attic into fine, livable space. No competitive material 
gives so much satisfaction with such economy of 
maintenance. 


This is the peak of the O. H. I. season — are you 
putting some extra effort into selling wood for home 
improvement? It will pay you to do so. And... it 
will also pay you to enlist the help of a National- 
American member. He'll keep you supplied with 
all the different grades and species you'll be needing 
. .. he'll provide answers to ticklish questions . . . free 
you from buying-chores . . . give you more time to sell! 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


I Ketilelalely-Wiil-latacia 


WHOLESALE 


Lumber Association 


3 East 44th Street, New York 17, N. Y. 
1111 Yeon Building, Portland 4, Ore. 
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MECHANICAL HANDLING—STRAPPING 


eed 


Courtesy Stanley Steel Strapping 


STRAPPING IS FULL-TIME JOB for this employe of Arlington 
(Mass.) Coal & Lumber Co. 


"Strapping Specialist'’ 
Adds Efficiency 


Massachusetts dealer obtained 50% cut 
in handling time by strapping lumber at box- 


car sites in units of uniform length. 


More than 75% of all materials and products han- 
dled at Arlington (Mass.) Coal & Lumber Co., are 
now strapped, according to Robert J. Kelley, treasurer 
and general manager. 

The yard is so convinced on the savings from unit 
loads that the sole job of one employe is strapping. 
This specialization provides maximum efficiency, ac- 
cording to Kelley. 

As soon as a 1,000 to 1,200 board feet of lumber 
are unloaded from a boxcar, the unit is strapped and 
sealed. A tallyman then marks each unit for ready 
reference before the packaged lumber is picked up by 
fork-lift truck and deposited in storage areas. 

In shipping to building sites, a truck can be loaded 
with the specified lumber in a matter of minutes. 
Manual loading of 6,000 board feet of lumber would 
entail almost piecemeal handling of the entire load 
(660 pieces of 8" board or 480 pieces of 2x6) at both 
yard and building site. Now, with strapped units of 
lumber, six bundles are hoisted onto a truck by ma- 
chine and dumped at their destination. Up to 12 units 
are loaded on trailer trucks. 

Since each of the units has been marked as to board 
footage contents the strapped bundles need only be 
counted for an accurate tally. 


DUMPING of lum- 
ber at site without 
damage by Arling- 
ton Coal & Lumber 
Co. Builder need 
only snip strapping 
to use lumber. 
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One hundred pieces of wallboard are lowered to the ground at the job site as one unit, 
with Stanley Steel Strapping keeping the skid-load intact. Through savings 

in time and man-power, delivery costs are lowered, too. 

The Stanley Steel Strapping “Uni-Tie” Method will simplify — and economize — the 
handling, storing, tallying, inventorying and shipping of dimensional lumber, 
sheathing, veneer, flooring, specialty lumber and any other product. 

Strength-of-steel protection against damage and pilferage in mill 

and yard, or in transit, are plus benefits. si 


WRITE FOR YOUR FREE COPY of the “Stanley Strapplication Manual of carp i 
Packaging and Shipping” for details on the Stanley “Uni-Tie” 4 


Method, and strapping sizes, tools and equipment. | PICKAGINg 
SMP ing 


STANLEY STEEL STRAPPING, Division of The Stanley Works, Dept. G, 
1326 Lake Street, New Britain, Connecticut. 


INSURE IT~SECURE IT“WITH STANLEY STEEL STRAPPING 


STA N L b sd *The system-atic way to solve specific 
packaging and shipping problems 


STANLEY TOOLS © STANLEY HARDWARE ¢ STANLEY ELECTRIC TOOLS * STANLEY STEEL STRAPPING ¢ STANLEY STEEL 
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STOCK UP AND 


WITH 


ALCOA ALUMINUM 
NAILS AND FASTENERS 


Products With a Big Plus! No rusting, no 
staining with Alcoa® Aluminum Nails and Fasten- 
ers! Their own natural film of aluminum oxide 
ends corrosion, assures the lasting good looks of 
any job. Here’s the big advantage you can turn 
into sales. 


Plenty of Sales Help From Alcoa! 
National advertising is telling millions of builders, 
homeowners and hobbyists that Alcoa Nails and 
Fasteners end the problems of rusting and stain- 
ing. Counter cards with actual samples and decals 
for your store tell consumers you’re ready to meet 
their needs. 


Complete Line —Job Packaged! Alcoa’s 
complete line includes nails and fasteners of every 
type and size, all colorfully packaged for sales 
appeal—in quantities just right for the job. Order 
now from Macklanburg-Duncan Co., Oklahoma 
City, Okla., or your wholesaler. Or write directly 
to: Aluminum Company of America, 2267-G Alcoa 
Building, Pittsburgh 19, Pennsylvania. 


Your Guide to the Best 
in Aluminum Value 








INSULATED SIDING NAIL 
2”, 214", 24" 





CEDAR SHAKE NAIL 
TY", 1%" 





CEDAR SHINGLE NAIL 
3d, 13%” 





ASBESTOS SHINGLE NAIL 
1%", V2", V4" 





SP) ASBESTOS SHINGLE FACE NAIL 


NEEDLE POINT 
1 Va fy" 1%", 1 V2 a ] Vy ¥ 





GENERAL-PURPOSE 
SHINGLE NAIL 
%/_", 2d, 3d, 4d 





GYPSUM LATH NAIL 
1%", 1%", 1Y2" 





WOOD SIDING NAIL 
CASING HEAD 
6d, 7d, 8d, 10d 





WOOD SIDING NAIL 
SINKER HEAD 
6d, 7d, 8d, 10d 





) PLAIN SHANK ROOFING NAIL 


LARGE HEAD 
Ya", Ye" "V4", WY", 
1%", 2", 2Y" 





THE ALCOA HOUR—Television’s Finest Live Drama, Alternate Sunday Evenings 
Ca) 
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SCREW SHANK ROOFING NAIL 
1%", 2", 242" 















SCREW SHANK ROOFING NAIL 
NEOPRENE WASHER 
1%", 2", 22" 





ed 








i TI) 





COMMON NAIL 
2d, 4d, 6d, 8d, 9d, 
10d, 12d, 16d 








f snaenoenonenmee 


ESCUTCHEON PIN 
Nos. 1, 2, 3, 4, 5, 6, 7 








FASTENERS 








Leen tk ole 





SLOTTED FLAT HEAD 
WOOD SCREW 





NEM 
: 






SLOTTED ROUND HEAD 
WOOD SCREW 





oe 


SLOTTED PAN HEAD 
SHEET METAL SCREW 


AVAILABLE IN ALL STANDARD 
SIZES AND LENGTHS 











SLOTTED ROUND HEAD 
MACHINE SCREW 








MACHINE SCREW NUT, 
WASHER FACED 
Nos. 2, 3, 4, 5, 6, 8, 10 


”“ ” pn” 
Y% 716 ¢ ¥y 
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Standards 


In currency 
it’s the dollar 


* z 


In REDWOOD 
ig or 


“Sound as a dollar” 
reflects a high 
standard in monetary 
values. In Redwood, 
NOYO brand of Union 
Lumber Company, 
likewise has established 
a high standard of value 
through three-quarters 
of a century of quality 
performance. When 
your customers want 
the finest in Redwood, 
sell them NOYO— 


Certified Dry 
Sidings 
Pattern 
Mouldings 


Unexcelled milling 
facilities—sustained 
timber supply— 

finest workmanship. 


MIXED CARS 


Careful loading and 
checking help keep 
true “oncea NOYO 
Dealer—always’’! 


Union Lumber COMPANY 


SALES REPRESENTATIVES 
THROUGHOUT THE NATION 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 
New York 


Member California Redwood Association 
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the firm's mixer trucks. 


Concrete Sells More Lumber 


“Ready-mix enables us to get first-crack at any 
construction job,” claim officials of the Moberly 
(Mo.) yard of the Long-Bell Div., International 
Paper Co. 

The firm’s ready-mix drivers are the first on the 
job. When they see no other supplier’s lumber there 
they report this fact to the office. This piece of 
information is added to the job file and is often 
helpful in securing the entire job for the yard. 
Homeowners, particularly, will often order the 
concrete before contacting dealers for other ma- 
terials for a project. 

“If a builder or other customer wants to have a 
single supplier responsibility for his building ma- 
terials in Moberly he naturally calls Long-Bell,” 
said Oliver Britt, ready-mix foreman. 

The yard makes ready-mix easy to buy and use 
by renting prefabricated plywood forms. “House 
jobs are good prospects for this reason,” Britt said. 


Additional markets. “We get in on feeding lot 
paving, grain bins and tilt-up silos for the farmers, 
too,” Britt explained. “We deliver within a 20-mile 
radius.” 

The yard operates three 3!5-yard mixer trucks 
and has a three-stop-type plant. This involves 
stopping the mixer truck once for the charge of 
gravel, again for sand and the third time for 
cement and water. Mixing is done by the mixer 
drum on the track. 


Ready-Mix Brings Plus Sales 


From Street Resurfacing 


S. H. Ross, Central Lumber Co., Hanford, Calif., 
has found a profitable side-line for the firm’s 
ready-mix concrete trucks: supplying street re- 
surfacing materials. It works like this. 

Some of Hanford’s streets need resurfacing, 
whether concrete or blacktop. To do this job, Ross 
loads his ready-mix trucks with a composition 
made of emulsified asphalt and sand and delivers 
it to the road crews. The emulsified asphalt is 
soluble in water so it can be flushed out to leave 
the mixer drum clean for concrete. 

The mixture of sand and asphalt is spread thinly 
over the cracked roads and streets, offering a 
smooth, long-lived surface to traffic. 
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OR EASY AS PIE 
DELIVERIES COST 








SIX WAYS BETTER THAN 
THE NEXT BEST TRUCK 


Better Economy—long life, low opera- 
tion costs, easy maintenance for more 
profit per mile. 

Bigger Payloads—trucking’s widest 
“clear floor’ pickup box .. . high 
pay-load-to-weight design in all 
models. 

Greater Safety—enclosed safety door- 
step, safety dash pad . . . Optional 
Twin-Traction Drive & Automatic 
Hill Holder. 

Easier Control—cross link variable 
ratio steering, better braking for 
safer, faster runs. 

Smoother Ride—two-stage springs, 
hydraulic shock absorbers standard 
equipment on light-duty models. 


Better Deal—from break-in to trade- 
in, starting with low, low prices! 


LET YOUR STUDEBAKER DEALER 
PROVE IT TO YOU NOW! 








Owners in all phases of trucking 
have discovered they earn more... . 
save more . . . when they’re oper- 
ating Studebaker Transtars. 

Only Studebaker Transtars offer 
such features as: the widest clear 
floor space in pickups, cargo decks 


Transtar Y2-ton Pickup with exclusive 
Twin Traction. Eight Transtar power- 
and-performance choices cover every 
trucking job from multi-stop de- 
livery to cross-country hauling. 
Super-saving Sixes start at 92 hp; 
brawny V-8’s go all the way to 192 hp. 


LESS WITH STUDEBAKER TRANSTARS 


714 feet wide on stakes 1-ton and 
up, and unique Twin Traction. 
No matter what your trucking 
needs— '4-ton pickup thru 2-ton 
H.D. Transtar models— you'll save 
when you buy, while you operate, 
and when you trade a Transtar. 


(}))Studebaker-Packard 


CORPORATION 
Where pride of Workmanship comes first! 
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Mats to Help You Sell Home Improvements NAME OR SIGNATURE CUT HERE 


Your home improvement advertising should emphasize 


easy payment plans — and tell prospects that your store Don’t Let “Cash Shortage’ 


is a one-stop source for planning help, estimates, financ- 
ing information and securing a contractor. The new AD- k f 
service mat series includes illustrations of many popular eep you rom 
modernization projects. Send coupon below for FREE 


catalog. MODERNIZING 
Money toloan SIGNATURE CUT HERE your home NOW! 


FOR MONEY TO LOAN for home improvements! Let us tell you about 


i financing that enable modernize, i 

HOME Money f 0 Loan e jopua tian wich NO MONEY DOWN! eine 
Take advantage of ONE-STOP Home Improvement Service. 
IMPROVEMENTS NOW YOU CAN WW ep you plan, Give you axtinatan, hp yuu elect estan, 





MODERNI demonstrate construction methods, arrange for a contractor, and give 
j ze you full details of our EASY MONTHLY PAYMENT PLANS. 


YOUR HOME 
WITH NO 
MONEY DOWN! 


SCREENED PORCH 
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] ANEW ROOM a 
IN THE ATTIC — LOW AS $00 PER MO. 


ANEW ROOM 


SRE IN THE ATTIC 
LOW AS 00 PER MO. Penehaiatitesnee noone 





SCREENED PORCH 





LOW AS $00 PER MO. 
CONVERT GARAGE LOW AS *00 PER MO. 


INTO NEW ROOM CONVERT GARAGE 
——— ae INTO NEW ROOM 


Eze 


yeennes Be: 
Pry 
eeeeer 





aN 
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YOUR NAME YOUR NAME 








G 1 
y ( 














AMERICAN LUMBERMAN 
139 No. Clark St., Chicago 2, Illinois 


[DD Send me FREE No. 2 ADservice catalog YOU R NAM E 


(J Send me mat page No. 24. | enclose $3.95 
C) Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 











Name...... 
The suggested layouts above show how ADservice 


Firm ve teeeenes mats can be arranged in ads of any size. Left: 1 col. 
x 11 in. ad using mats nos. 267, 265 and 266. Center: 
2 col. x 11 in. ad using mats nos. 264, 266, 265 and 
267. Right: 3 col. x 16 in. ad with mats nos. 264, 261, 
262 and 263. Your newspaper will set type. 


Street 
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ADservice 24 














MAT NO. 264 





MAT NO. 261 





























MAT NO. 262 





Attic Room 





MAT NO. 266 



































MAT NO. 267 


109 mat illustrations are included in new AD- 
service series. Mats are the highest quality 
made. They can be used over and over again, 
f thus costing only pennies per ad. Reproduc- 
Garage Conversion MAT NO. 263 tions on this page are actual size. 
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For the biggest 

bonus in 

insulation... choose 
from: these 
famous-brand 

blankets and batts 

=> => => => => => => 


THEY ALL 
FEATURE THE 


Reynolds continuing Weascttoes of the TRIPLE ional : TR IPLE al LU a " 
OF 





— by four-color magazine advertising and network TV— 

has more and more homebuyers demanding this 

important extra value. They know this “extra” costs very REYNOLDS ALUMINUM 
little. They know the only time to get the TRIPLE PLUS 
job is while the house is building. So write this 
sales-clinching feature into your specifications — and 
promote it! Choose from the famous brands listed in the 
column alongside. Reynolds Metals Company, This is the Mark of Extre Value in Insule- 
General Sales Office, Louisville 1, Kentucky. an cecal 








THE FINEST PRODUCTS MADE WITH ALUMINUM ARE MADE WITH 


REYNOLDS 3% ALUMINUM 


* Trademark See “Circus Boy”, Sundays, NBC-TV. Watch for Reynolds on “Disneyland”, ABC-TV Network. © 1957 Reynolds Metals Company 


PLUS 1 BOUNCES OFF SUMMER HEAT! PLUS 2 THROWS BACK WINTER RADIA- PLUS 3 CONTROLS MOISTURE CONDENSA- 


Reynolds Aluminum Foil reflects up to 95% TION! Properly placed in walls, in ceiling, under TION! Reynolds Aluminum Foil is a positive va- 
of all radiant heat...cools a house as much floors, Reynolds Aluminum Foil reflects house por barrier...protects homes against moisture 
as 15°...drastically cuts air conditioning costs. heat back inside...cuts fuel costs damage just as foil packaging protects foods. 
b rT] r -e ~ 7 "3 * 
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These are the 
different ways the 
TRIPLE PLUS is used 








TYPE A 

This insulation uses 
the TRIPLE PLUS all 
around: Reynolds Alu- 
minum Foil completely 
encasing the batt on 
all four sides, giving 
the full advantage of 
reflective foil. 














TYPE B 

This insulation tea- 
tures the TRIPLE PLUS 
in another form. Rey- 
nolds Aluminum Foil 
one side; the other 
side a polished alumi- 
num pigmented coat- 
ing on kraft paper. 











TYPE C 

This type of insulation 
gives you the advan- 
tages of the TRIPLE 
PLUS in still another 
way...with a layer 
of Reynolds Aluminum 
Foil on one side of 
the batt. 








...in each of 
these famous-brand 
insulations: 

RED TOP 


INSULATING 
a 


wits THE 
TRIPLE PLUS" OF 
REYNOLDS ALUMINUM 


RED TOP uses Type ‘A’ TRIPLE PLUS 


CELOTEX 


INSULATING BLANKETS 





Wits THe 
TRIPLE PLUS OF 
REYROLDS ALUMINUM 
CELOTEX: Types ‘A’ & ‘B’ TRIPLE PLUS 


INSULATION 


With THE / 
eon ‘vanes SED 
SPINTEX uses Type ‘B’ TRIPLE PLUS 
SEALFOIL 


GLASS FIBRE 


INSULATION 
\ woot | 


SUALIITE uSOLATION MANUFACTURING CORD 
esesiea et 








Wits Tae 


SEALFOIL uses Type ‘B’ TRIPLE PLUS 


BALSAM-WOOL 


| were 
TRIPLE PLUS" OF 
| REYNOLDS ALUMINUM 


Te tare Pawn \ | 
n= 


DALSAM WOOL uses Type ‘B’ TRIPLE PLUS 


UOFr HOME 
vtmiite INSULATION 


{ —— 
The Pines raters | 





LOF uses Type 'C’ TRIPLE PLUS 
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DEALER(K PARADE 


1957 DEALER 


CONVENTIONS 





NORTH DAKOTA ELECTS, left to right, 
Robert J. Larson, Bismarck, treasurer; Ken- 
neth Morgan, Dunseith, president, and Jack 
R. Kinnard, Minot, secretary. 


North Dakota 


More than 300 lumbermen and 
their guests attended the 49th an- 
nual convention of the North 
Dakota Retail Lumbermen’s Asso- 
ciation in Minot. Delegates spent 
two days attending the fine busi- 
ness sessions and studying the nu- 
merous exhibits. 

Lumbermen were enthusiastic in 
their praise of speeches by F. E. 
Dutcher, representing Johns-Man- 
ville Corp.; G. F. Hoppe, sales pro- 
motion manager, Insulite, and John 
B. Egan, director of sales training, 
Wood Conversion Co. The 1958 con- 
vention will be held in Bismarck 
and, as in the past, manufacturers 
and jobbers will be provided with 
exhibit space. 

Officers elected for 1957-58 were: 
Kenneth Morgan, Morgan Lumber 
Co., Dunseith, president; Lee S. 
Briggs, Crane-Johnson Co., Fargo, 
vice-president; Robert J. Larson, 
Bismarck Lumber Co., Bismarck, 
treasurer, and Jack R. Kinnard, 
Minot, secretary. 


Arkansas 


A record crowd of more than 450 
lumbermen attended the 53rd an- 
nual convention of the Arkansas 
Association of Lumber Dealers at 
the Marion hotel in Little Rock. 
The two-day business program was 
built around the theme of better 
selling, new merchandising tech- 
niques and more profitable business 
operations. 

“Tight money, which has caused 
a slowdown in housing may be a 
blessing for us,” outgoing president 
Peter Hiegel told the delegates. “It 
may save a repetition of what hap- 


pened to housing in the early ’30s,” 
he said. 

Newly elected officers for 1957- 
58 are: Reed Gammill, Gammill 
Lumber Co., Camden; L. A. Hard- 
man, Gus Reichardt Lumber Co., 
Helene, 1st vice-president; John 
Paul Hammerschmidt, Hammer- 
schmidt Lumber Co., Harrison, 2nd 
vice-president; James O. Shannon, 
Barton Lumber Co., Jonesboro, 3rd 
vice-president. A. CC. Davidson, 
Monarch Mill and Lumber Co., 
Little Rock, was reelected treasurer 
and E. De Matt Henderson, Little 
Rock, was reelected secretary. 


Northern California 


“Today’s successful lumber mer- 
chant is running more of a depart- 
ment store than 
a lumberyard,” 
Paul Ely, presi- 
dent of NRLDA, 
told some 300 
lumbermen at 
the final after- 
noon session of 
the 17th annual 
convention of the 
Lumber Mer- 
chants Associa- Knott 
tion of Northern California at the 
Ahwahnee hotel in beautiful Yosem- 
ite National Park. 

One of the most vital subjects 
discussed during the meeting was 
that of profit sharing plans and 
bonus plans, as practiced by dealers 
in California. Steve Ross, Central 
Lumber Co., Hanford, outlined the 
program that is being carried for- 
ward successfully by his company 
and Homer M. Hayward, Homer T. 
Hayward Lumber Co., explained in 
detail how his firm’s employe re- 
tirement fund works. 

Officers elected for 1957-58 were: 
president, Hamilton H. Knott, Yo- 
semite Lumber Co., Fresno; vice- 
president, Frank Heard, Motroni- 
Heard Lumber Co., Woodland; 
treasurer, I. E. Horton, South City 
Lumber & Supply Co., South San 
Francisco; executive vice-president, 
Jack F. Pomeroy, San Francisco. 
Newly elected directors to the board 
are: Bob Adams, Noah Adams Lum- 
ber Co., Walnut Grove; E. H. Met- 
calf, King Lumber Co., Bakersfield; 
Cloyd Garner, San Joaquin Lumber 
Co., Stockton; Arthur Martin, Hales 
& Symons, Sonora; Charles Cross, 
Sr., Truckee-Tahoe Lumber Co., Ta- 
hoe City; Clair Hicks, Hicks Lum- 
ber Co., Salinas; C. D. Dart, K-Y 
Lumber Co., Fresno; A. B. Wilson, 
Frank G. Noyes Co., Napa. 
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SIEVE A Tools 


New steel tapes... 
25, 50, 75 and 100 feet 


New Stanley Steel Tapes with features carpenters and builders have 
asked for... priced and packaged to sell. It’s the newest and best 
designed line with features to talk about... features like these: 


WHITE TAPE—*%" wide with protective coating of clear lacquer 
for longer wear. 4%” graduations. 


EASY TO READ—Big black inch 
numbers with foot markings in 


red for quick reading. 


STUD MARKINGS—Every 16 inches— 
printed in red. 


DURABLE CASE—Tough steel with plastic fabric cover... in- 
side copper plated to resist rust. 

SMALL AND COMPACT—Fits overall pocket . . . lighter in weight 
than other tapes. 

SIMPLE ASSEMBLY—Easy to clean or replace blade. 

SPURRED HOOK RING—Permits one-man measuring. 


EXTRA—FREE 


Order Stanley Steel Tapes from 
Plastic Carrying Case 


your wholesaler. 


No. 6325 p 
Stock and sell the complete line. 


Stanley Tools, Division of The 
Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hond and electric 
tools » drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs 
+ coatings « strip steel « ste! strapping—made in 24 plants in the United States, Canada, England and Germany. 
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EXPERT PLANNING by (left to right) 
Adam Matuja, president, Groesbeck Lum- 
ber Co., Julian Wilson, program chair- 
man, and Richard Koch, Groesbeck gener- 
al manager, attributed to the success of 
a Detroit sales clinic. 


800 Builders Are Guests 
of Suppliers at Clinic 


More than 800 home builders, ar- 
chitects, real estate men and build- 
ing suppliers attended a meeting 
sponsored by the Builders Associa- 
tion of Metropolitan Detroit and 
six of its associate (supplier) mem- 
bers. 

Sales consultant Armand Gariepy 
urged salesmen at an afternoon 
sales clinic to “sell a new and better 
way of life, not a well-put-together 
collection of lumber, bricks and 
window sash.” 

The clinic was sponsored by 
Greenfield Industries, Inc., Groes- 
beck Lumber Co., Plywood Builders 
Supply Co., Hotpoint Appliances 
and Sales Co. and the Gordon Wil- 
liamson Co., under the leadership of 
Richard Koch, Groesbeck general 
manager, and Julian Wilson, BAMD 
program chairman. 

Following the clinic and a beer 
and champagne party, the entire 
group were guests of the Aluminum 
Company of America at a dinner 
and the Alcoa Broadway Builders 
Show. 


Lumbermen’'s Log 


A fire that caused $500,000 damage 
and destroyed two large lumberyards 
in Spokane, Wash., brought 15 fire 
trucks and ten times that number of 
skilled firefighters to the sales offices 
and yards of Union Sash and Door Co. 
and Potlatch Yards, Inc. Both were 
burned to the ground. Officials stated 
the fire appeared to be the work of a 
pyromaniac. 


Arthur C. Kremers, office and credit 
manager of the west yard of the Stein- 
man Lumber Co., Milwaukee, Wis., was 
honored for his long service at a ban- 
quet recently. Kremers, who is 67, be- 
gan working at Steinman’s when he 
was 17 years old as an office boy. 
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Every home buyer pictures herself where she spends most of her 
time—in the kitchen—and Long-Bell Natural Wood Kitchen Cabi- 
nets give homes the extra sales appeal that gets her final “‘yes.”’ You 
get the built-in custom beauty at less than custom price for any 
home in any price bracket. 


Sliding shelves are in all Long- of Long-Bell Natural Wood 
Bell base cabinets. Two full- Kitchen Cabinets. It helps keep 
depth sliding shelves give your the kitchen neat, yet you have 
base cabinets up to 25% more towels handy and dry. The Ex- 
shelf space. Your homes will be tensible Towel Rack extends 
faster selling because of the con- and retracts as the door is 
venience, utility and distinction opened and closed, is easy to 
of Long-Bell Kitchen Cabinets. install and is an added feature 
that helps increase the sale- 
ability of your house. 








The Extensible Towel Rack is 
another outstanding feature 
I ee ee 


International Paper Co. 
PTO eta Long-Bell Division 
Longview, Washington 


If you are interested in distribution in your territory, mail 
this coupon for complete details. 

Please send me the FREE descriptive literature and 
specifications on the Long-Bell Natural-Wood KITCHEN 
CABINETS. 


Ready-To-Install or Knocked-Down Kits will 
Increase Your Sales 


Take advantage of the prestige and quality 
reputation of Long-Bell Natural Wood Kitchen 
Cabinets. Long-Bell Kitchen Cabinets are avail- 
able set up or in semi-assembled kit form. 


INTERNATIONAL PAPER COMPANY 


Ionc-RerL 


DIVISION 
KANSAS CITY, MO. LONGVIEW, WASH. 


Distributor 
Poe ee ee en or or | 
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EACH UNIT of |X-L Furniture Company's Wonderwall is a beautiful piece of furniture in 
itself, durably constructed of the finest hardwood with butternut finish. Units can be 
used individually or grouped into breakfront, wall-to-wall bookcases, Hi-Fi or TV consoles, 
etc. Drop leaves are available on open-shelf units for providing desks or dining table. 


Wonderwall Offers New 
Way to Divide and Store 


Furniture components for new 
home construction by I-XL Furni- 
ture Co., Chicago, offer a brand new 
way to make space more functional 
and provide modern storage facili- 
ties. Tradenamed Wonderwall, this 
flexible group of go-together hard- 
wood modules can be used as a space 
divider or as furniture. Offering a 
new planning concept in both new 
construction as well as remodeling, 
Wonderwall gives complete freedom 
in the utilization of space. Any or 
all of the 15 basic units can be 


grouped in a number of decorative 
and functional arrangements to 
meet specific needs. 

Answering the demand for whole- 
house storage, nine of the 15 basic 
units have two-side utility, provid- 
ing maximum storage space within 
minimum room space. Open-shelf, 
closed shelf, pegboard-backed ward- 
robe and drawer-type units accom- 
modate books, clothing, appliances, 
linens, etc. 

All units of Wonderwall are built 
on a modular scale, line up and blend 
together perfectly. Nothing to cut, 
fit or finish, simply unpack them and 
arrange them. 





Sales Training Film for Lumberyard Employes 


selling techniques. As John Egan, 
sales training director, puts it, “The 
most important point of proper cus- 


The losses which retail lumber- 
yards suffer each year, due to lack 
of competent sales personnel, is 
staggering. One of the most im- 
portant, yet most neglected aspects 
of running a retail lumberyard is 
the matter of adequately training 
the man behind the counter, the man 
who, in most cases, determines 
whether the sale is won or lost. 

A new movie film, “Chuck Woods 

- Go-Giver,” produced by Wood 
Conversion Co., St. Paul manufac- 
turer of Balsam-Wool insulation and 
Nu-Wood insulation board, is con- 
cerned solely with the problem of 
helping the man behind the counter 
to increase the effectiveness of his 
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tomer relationships .. . how to serve 
the customer who walks in the front 
door ... is a technique every lum- 
beryard employe should _ under- 
stand.” 

The movie, written and directed 
by John Driemen in conjunction 
with Continental Films, Ine., Min- 
neapolis, and filmed in its entirety 
at the New Richniond Lumber Co., 
New Richmond, Wis., is in 16 mm. 
sound and runs for 26 minutes. It 
is available through Wood Conver- 
sion Co. sales representatives. 


MEMBERS of new marketing department, 
John C. Virden Co., in round-table confer- 
ence. Left to right, advertising manager 
Alex Masterton, director of marketing 
Robert W. Minett, Jr., and merchandise 
manager C. L. Smythe. 


Virden Co. Establishes 
New Marketing Dept. 


A new marketing department for 
the John C. Virden Co., manufac- 
turers of commercial, industrial and 
residential lighting fixtures, was an- 
nounced by president John C. Vir- 
den, Jr., at the company’s annual 
sales meeting just completed in 
Cleveland, Ohio. The new depart- 
ment will be directed by Robert W. 
Minett, Jr., director of marketing, 
and will include C. L. Smythe, Alex 
E. Masterton, newly appointed mer- 
chandising and advertising mana- 
gers, respectively, and E. A. Pacius, 
service and credit manager. 

The move was made, Virden said, 
to coordinate the company’s sales, 
merchandising, advertising and pro- 
motion activities. All sales activities 
on standard catalog merchandise, 
the development and merchandising 
of new products, advertising and 
promotion will be under the direc- 
tion of Minett. 


A.R.B. Window Sales 
Has New Distributor 


Mercury Millwork Corp., Garden 
City, N. Y., became a fabricating 
distributor for A.R.B. Window 
Sales Co., Detroit, late in January, 
reper’ Fred C. Osten, president of 


“We are announcing an addi- 
tional new line of double-hung and 
glider wood windows of our own, 
improved design and construction, 
which will incorporate the A.R.B. 
metals,” says Mercury Millwork’s 
president Albert D. Feldman. 
“Through our design improve- 
ments and industry connections of 
a rather unusual character, we are 
able to announce this new line at 
substantially lower prices than are 
in effect for quality wood windows 
in our market.” 

The first production of the new 

(continued on page 94) 
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High Profit Item For Your do-it-yourself 
and contractor-builder trade 


IDEAL FOR THE HOME MARKET 


For the first time, an acoustical 
material attractive enough to put 
in homes. Forestone not only 
gets rid of noise as well as com- 
parable thicknesses of perforated 
tile, but is so beautiful that it has 
been used by builders and home 
owners as a decorative material. 
What’s more, its tongue-and- 
groove edge and stapling flange 
make it easy to install so builders 
can have their own carpenters 
put it up—a very important sales 
point. 

You'll sell lots of Forestone 
because of its attractive price, 
and it is a good markup item. It 
retails in the same price range as 
perforated woodfiber material, 
and you will certainly sell other 
materials with it. 

Forestone is available to you in 


9/16” x 12” x 24” tiles center- 
scored to simulate 12” x 12" tiles 
when installed. It is protected 
from decay, insects, and other 
wood enemies by Simpson’s ex- 
clusive Biotox process, and is 
factory-painted with a warm- 
white, flame-resistant finish. 


BACKED BY NATIONAL 
AND TRADE ADVERTISING 


Nine four-color, full-page adver- 
tisements will appear this year in 
The Saturday Evening Post, Better 
Homes & Gardens, and Sunset. 
To reach your builder-contractor 
trade, Simpson is using House 
and Home and Practical Builder. 
In addition, Simpson’s line of 
merchandising and point-of-pur- 
chase aids, most of which are 
available to you absolutely free, 
is as good as any in the trade. 


BE A FORESTONE DEALER Gert started on the Simpson 
road to higher profits. Send this coupon today! 


BUILDING PRODUCTS MERCHANDISER 


Easy-to-use flange permits error-free application 


Full pages 


in color 


SIMPSON LOGGING COMPANY 
1014 White Building, Seattle 1, Washington 


Gentlemen: 


Please send me complete information on Forestone and the 
name of my nearest Simpson distributor. 


FIRM NAME _ 


———_—— PLEASE PRINT CLEARLY 








ADDRESS 














ZONE STATE 
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MANUFACTURERS 
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Mercury Millwork windows — 
Merc-a-Matic and T. O. Glide— 
became available late in February. 
Manufacturing of the frames, sash 
and assembly to the A.R.B. metals 
is being done in Mercury’s Garden 
City plant. 


Research Produces New 
Bevel Siding Product 


A three-way combination of 
Douglas fir lumber, plywood and 





resin overlay made up into a new 
wide-lapped bevel siding is now in 
production at the Tillamook, Ore., 
plant of the Diamond Lumber Co., 
Portland, Ore. The new product, 
called Super-Siding, was developed 
by the Oregon Forest Products Lab- 
oratory, Corvallis, Ore., working 
with Diamond. 

_It is a result of lumber utiliza- 
tion research to develop a siding 
which would use common fir boards, 
present a smooth defect-free sur- 
face, be available in wide widths 
and be competitively priced. It 
combines a solid wood core of fir 
1x4’s with cross-banded layers of 
fir veneer topped off with Crezon, 
a smooth medium-density resin fiber 








FROM THE WORLD RENOWNED 
OAK FORESTS OF MISSOURI 


WO 
cas) QUALITY 
you can see 


For sheer consistent quality and beauty plus 
ease of laying and finishing, no better flooring 
can be found anywhere. 


OZARK BRAND 


OAK FLOORING gives you that extra PLUS 


value that 


QUALITY 
you can feel 


builds 
brings you profitable repeat orders, 


customers and 


Milled 


satisfied 


and graded to the strictest of standards, kiln 


QUALITY 


that endures ever seen. 





OZARK 


Fine Flooring Since 1927 


dried to perfection. One order will convince 
you that this is the finest flooring you have 


Write, wire or call for quotations, Prompt delivery. 
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overlay for which good paintability 
is claimed. 

The bevel siding has a flat back 
so it can be nailed flush to studding 
or sheathing without need for 
wedges. It comes in pieces 12”x8’. 
Each piece has a %” shiplap groove 
rabbetted into the thick edge. This 
fits down over the top of the panel 
below it on the wall. The thick edge 
is 13/16”, the feather edge is 9/32”. 
Manufacturer claims 96% wall cov- 
erage, for 1142” of the panel is ex- 
posed to the weather. 

Diamond Lumber Co. now plans to 
apply the lumber-veneer-plastic idea 
to other exterior finish products 
in 4’x8’ panels. These would be in- 
tended for use as vertical-pattern 
siding. The big panels could be 
grooved with a %” V ora 4” 
square-bottomed groove similar to 
Texture One-Eleven. The grooves 


would be sawn directly through the 
plastic overlay surface. 





| ~. 
APPLYING SUPER SIDING is a one-man 
job. Heavy rabbetted edge produces good 
shadowline, makes panels  self-aligning. 
Siding may be applied directly over 
studding without sheathing, manufacturer 
claims. 








OBITUARY 


DeVere Dierks, prominent in 
the industry since his youth, died 
in Kansas City, Mo., recently. 
He was 65. Mr. Dierks was born 
in Litchfield, Nebr., the son ef 
Mr. and Mrs. Peter Dierks. The 
father with his brothers, Hans 
and Herman, were organizers of 
the Dierks firm, where DeVere 
began his career as an office boy. 
In addition to his role as execu- 
tive vice-president of Dierks 
Forests, Inc., Mr. Dierks was a 
member of NLMA and the 
Southern Pine Association. 

He is survived by his widow, 
Pauline, and a_ son, DeVere 
Dierks, Jr. 
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Today’s home-builders and home-owners are looking more 
and more to the outdoors. When you sell LUPTON Aluminum 
Sliding Doors you show them the way to bring all the world 
closer to the inside of their homes. 


” 


So offer builders and remodeling homeowners the “‘world ee = 
... display a handsome, weathertight LUPTON Sliding Door Here’s how the panels siide on three- and four-panel doors 
that can be used as a handy exit to the patio or to the second- 


floor sundeck. Quality and modernity shine from LUPTON 
Sliding Doors—smooth-running, rattle-free panels; double- 
row weatherstripping; attractive, rugged hardware; low- 
sloped threshold—these features build fast volume sales 


for you. 
, sae ed METAL WINDOWS « SLIDING DOORS 
Set up a LUPTON Sliding Door in combination with one of 

the four popular styles of famous LUPTON aluminum residen- MICHAEL FLYNN MANUFACTURING CO. 


tial windows, and see the interest they provoke among builders Main Office and Plant: 700 E. Godfrey Ave., Philadelphia 24, Pa. 


and homeowners. Ask your nearest LUPTON representativ West Coast Offices and Warehouses: 2009 East 25th Street, Los 
2 ‘ e>azeranaiied Angeles 58, Calif.; 1441 Fremont Street, Stockton, Calif. 


Sales representatives and distributors in other principal cities. 






or distributor (see the Yellow Pages under ““Windows— — 
Metal’’) for full profit-making information, 








COMPANIES ANNOUNCE. 


A series of organization changes is reported by the Mall 
Tool Co., a division of Remington Arms Co., Inc., Park 
Forest, Ill. C. C. Clair, formerly supervisor of sales train- 
ing, has been appointed manager of chain saw sales, and 
E. S. McCawley, Jr., previously advertising and sales pro- 
motion manager, has been named manager of electric tool 
sales. Succeeding him in the advertising post is H. M. 
Trowern, Jr., formerly an advertising assistant in the 
parent company. New manager of Mall’s contractor and 
industrial tools sales is G. G. D. Rockwell. 


Walter G. Scrim, president, Philippine Mahogany Asso- 
ciation, Inc., announces the dates for the association’s 24th 
annual meeting will be July 8-9-10. This year’s convention 
will be held at the LaValencia hotel in LaJolla, Calif. 


The appointment of Clement N. Williams as its exclusive 
sales and service representative in the Miami, Fla., area is 
announced by Lewis-Shepard Products, Inc., Watertowr, 
Mass., producer of electric fork trucks and related mate- 
rials handling equipment. Williams will maintain complete 
sales and service facilities at 6821 Sunset Drive, South 
Miami, Fla. 


Controlling stock of Southern Plaswood Corp., particle 
board manufacturers of Hope, Ark., has been purchased by 
Emerite Corp., Jackson, Miss. S. D. Camper, Jr., new exec- 
utive vice-president of Plaswood and vice-president of the 
Emerite Corp., reports that under the new ownership the 
Plaswood plant will be enlarged and additional equipment 
will be added to produce with the Emerite process as well 
as Plaswood’s present process. 


James J. Clarke has been named sales manager for Ram- 
set Fastening System, Cleveland, a part of Olin Mathieson 
Chemical Corp. He replaces Clarke Tryon, who resigned. 


... Charles J. Short, manager of the Evans Products Com- 
pany’s west coast wood products plants, has been elected 
a vice-president of the company by the board of directors. 
Short has been with Evans, whose headquarters plant is 
at Plymouth, Mich., for 14 years. 


The Tennessee Fabricating Co., Memphis, has appointed 
Lewis Curtis as its director of sales. Curtis also will be in 
charge of the company’s advertising and sales promotional 
activities. The firm manufactures ornamental iron prod- 
ucts, which are advertised and sold nationally. 


Eugene Caldwell has been elected 
president of the Baker-Raulang Co., 
Cleveland manufacturer of gas and 
electric materials-handling trucks. He 
was formerly vice-president and gen- 
eral manager of the Hyster Co., Port- 
land, Ore. Caldwell succeeds Percy L. 
Douglas, who continues as a director 
of Baker-Raulang and executive vice- 
president of Baker’s parent company, 
Otis Elevator Co. Caldwell 

Henry Bahr, veteran staff member of the National Lum- 
ber Manufacturers Association, has been named vice- 
president and general counsel of the association, president 
Walter M. Leuthold reports. Bahr will continue to serve 
as the association’s secretary and director of its Law In- 
formation Service. The new titles were conferred by 
NLMA’s Executive Committee, which met in New Orleans 
recently. 


Fred Dunning, executive vice-president and secretary of 
The Yale & Towne Mfg. Co., New York City, retired under 
the company’s retirement plan on June 1, after 35 years of 
service. William H. Mathers, a partner in the law firm of 
Milbank, Tweed, Hope & Hadley, has been elected a vice- 
president and secretary. Dunning is retiring as an officer 
of the company but will continue to serve on its board of 
directors; Mathers will assume his executive duties at Yale 
& Towne on Sept. 1. 





Bigger Profiton Doorsand Units! 


Buy Both--You’'ll Save Under New Sales Program! 


Mohawk Flush Doors . . . Continental 


The Continental Door Unit . . . styled and 





Mohawk Flush 
Doors offer a choice 
of the finest 
woods, a selection 








of style-right 


Door Units . . . two of the names most 
synonymous with quality in the build- 


engineered to slash installation costs while 
adding tremendously to the beauty and qual- 





ity of every home... is now being sold in light and decorator 


conjunction with Mohawk Flush Doors. . . 
the only truly complete door line in the in- 
dustry, offering jobbers and lumbermen alike 
— the opportunity for new purchasing savings, 

=< new inventory efficiency, new market- 
OPMONAL | | . r widening competative advantage and profit. 


PRODUCT-PARTNERS 


rreaTeD [f, The complete Mohawk Door line and the 
foe Ol variety of Continental Units will be sold to- 

5 gether with new emphasis on service and 
continuing emphasis on quality . . . both 
| offering the amazingly durable beauty of 
Ho | WR DORAID fine-furniture finish and the 
| 


ing products industry . . . are now joined 
in a combined selling program which 
means more sales and a stronger com- 
petative position for every dealer. 


designs, solid or 
hollow cores, 
pre-finish and 
pre-fit designs, and 
a model for 


every room in 











every home... 
the ONLY com- 


plete door line! 














factory-to-job protection of transparent 


VISQUEE 





packaging. 


STEEL | = 
menil| “ Seven types of Continental 
: Units for every opening . . . each 
sharing famous speed of instal- 
lation, cost-cutting features and 
finished perfection are now 


available with sensational DOR- 
AID fine-furniture finish to add 
still another cost-saver to Con- 
tinental’s pace setting competa- 
tive sales advantages. 


























REMEMBER: You Make More with Mohawk 


Mohawk FLUSH DOORS. INC. 


» 212 W. Ewing Ave., South Bend, Indiana 
* 900 S. Second St., Sunbury, Pennsylvania 





MILLWORK CORPORATION 


300 W. Ewing, South Bend 14; Ind. 
240 E. Prospect St., Alliance, Ohio 
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NEW ARDOX SPIRAL NAILS 


are available in 5 package sizes to fit every job 


THE DISTRIBUTOR . THE DEALER THE DO-IT-YOURSELFER 
likes them because: likes them because: AND ALL YOUR CUSTOMERS 
like them because: 





© Big dealer demand . . . builds © They're convenient for self- @ Increased holding power—gives 
turnover service operations stronger, longer-lasting 


construction 
© They are easily warehoused . . . © They permit attractive displays : 
ARDOX nail cartons are bat @ Easier driving—up to 30% easier 
readily stacked and shipped © Weighing and wrapping are driving speeds construction 


© Quick identification . . . size and etiatesn © Less splitting—threads into wood 


weight information is clearly © Packaged to meet every with minimum fiber damage 


printed on two sides of carton customer's needs © More nails per pound—there are 


© They reduce inventory time mee = No bins or kegs required more ARDOX nails per pound 


STEEL ---a great name in steel 
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Seventh of a Series 


NEW IDEAS 
BUILD PROFITS 


A steady succession of new 
product ideas generated in 
Alsynite’s research and 
development divisions help 
build dealer sales and profits. 
Alsynite’s architectural and 
engineering staffs are con- 
stantly creating effective new 
product uses that appeal to 
both consumer and builder. 

One of these successful 
sales-builders is the Kool-E- 
Kit, a simple, economical patio 
kit that has received wide 
national publicity. Containing 
Alsynite translucent fiberglas 
panels, pre-drilled tubing and 
brackets, this kit appeals both 
to homeowners and builders 
because of its attractive design 
and ease of installation. 

This is but one of the many 
new ideas that keep Alsynite 
the leader in the field. Alsy- 
nite’s extensive nation-wide 
merchandising program acts as 
a vigorous salesman for its 
dealers. 

If you aren’t already shar- 
ing in the proven profits from 
Alsynite, write today for full 
details and the name of your 
nearest distributor. 


Write for full details 
ALSYNITE COMPANY OF AMERICA 
DEPT. A-7 * 4654 DE SOTO ST, 
SAN DIEGO 9, CALIFORNIA 


COPR,. 1957 ALSYNITE CO. OF AM. 
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Plaster Bond 


Abesto plaster bond is a material 
designed to bond plaster directly to 
masonry surfaces. It is a black fiber- 
ated mastic of medium thick consist- 
ency. Coverage is two to three gallons 
per hundred square feet. The product 
is said to work best at room tempera- 
ture. It is applied with a serrated 
trowel. Material is said to adhere 
smoothly to masonry, without rolling 
up or lumping. Gypsum plaster scratch 
coat is applied directly to the masonry 
wall after application of the plaster 
bonding material. It is said to retain 
ability to expand or concract with the 
wall, and to give a strong vapor seal. 
Abesto Mfg. Co., Dept. AL, 120 Wa- 
bash St., Michigan City, Ind. 

Circle No. 201 on Coupon, page 114. 


Storage Cabinet 

An improved design storage cabinet 
features smoothly rounded corners, no 
need for fastening device or tools to 
move the adjustable shelves. Doors 
have a three-point locking system. 
Cabinets are of heavy gauge steel, fin- 
ished in olive green, gray or other 
colors. They are available in standard 
sizes up to 36” wide by 24” deep by 
78” high. Quick delivery can be made 
from stock. Aurora Steel Products 
Co., Dept. AL, Aurora, III. 

Circle No. 202 on Coupon, page 114. 


Saws Green Concrete 

Dry cutting of green concrete with 
abrasive blades is possible with the 
C400-DC silicon carbide reinforced 
abrasive blade, designed for waterless 
concrete sawing. The blade is one of 
the Champion Con-F lex line of blades. 
Champion Mfg. Co., Dept. AL, 2028 
Washington Ave., St. Louis 3, Mo. 

Circle No. 203 on Coupon, page 114. 
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Triple-Duty Roofing Nail 

The new asphalt shingle Anchor 
Shank nail is designed for use with 
fiber roof decking, re-roofing or new 
roofs. Nails are double-dipped in zinc. 
Anchor shank is said to give tremen- 
dous holding power. Nails have half- 
inch heads. Flat area under the head 
is said to be 18% larger than on 11x 
7/16” roofing nails. W. H. Maze Co., 
Dept. AL, Peru, III. 

Circle No. 204 on Coupon, page 114. 
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Heavy Duty Door Closer 

A leaf spring has been combined 
with air spring action to give easier 
opening and more positive closing of 
heavier and standard storm and screen 
doors; the closer is known as the Ideal 
No. 15. It was designed for jalousie 
and other heavier-than-average alumi- 
num and wood combination doors. It 
has a steel leaf spring that connects 
the cylinder to the door. Unit has an 
internal oil cartridge, lubricating it 
for at least 10 years. Case is of Park- 
erized metal covered with two baked- 
on paint coats. Ideal Brass Works, 
Dept. AL, 250 E. 5th St., St. Paul, 


Minn. 
Circle No. 205 on Coupon, page 114. 





Low-Cost Spring Bolt 

A new low-cost spring bolt for use 
on screen and storm windows has a 
zine die-cast handle, a cadmium-plated 
steel spring and a cap of molded nylon. 
The handle, bright burnished or plated, 
is threaded. This permits it to be 
screwed into the nylon cap. A slot in 
the cap allows it to be turned or held 
with a screw driver. The bolts are to 
be available to screen and storm win- 
dow manufacturers through conven- 
tional trade channels. Gries Reproduc- 
er Corp., Dept. AL, 400 Beechwood 
Ave., New Rochelle, N. Y. 

Circle No. 206 on Coupon, page 114. 
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Ventilating Hood 

A new ventilating hood features 
mitered corners so doors of adjoining 
cabinets can open fully. It has an axial 
flow air removal system. The hood 
comes in 30”, 36” and 42” widths, in 
enameled coppertone or brushed 
chrome finish. It is completely wired. 
A single switch operates both fan and 
light. Equipped with nine-inch diam- 
eter filter, cleanable in scapy water. 
Youngstown Kitchens, Dept. AL, War- 
ren, Ohio. 

Circle No. 207 on Coupon, page 114. 











Folding Panel Hardware 


A new line of folding panel hard- 
ware is known as the Grant No. 2500. 
It is made for two-door openings, 1'6”, 
2’, 2’6”; and for four-door openings, 
3’, 4’, 5’ and 6’. Doors mounted on the 
hardware are said to open quietly and 
effortlessly. Nylon glides move in alu- 
minum track. Track may be mounted 
at top or bottom of openings. Door 
sections fold against jambs. Doors 
from %” to 13%” can be used. Hard- 
ware sets include nylon glides, track, 
hinges, pivots, aligners and a polished 
brass pull. Sets are packaged for con- 
venient storing and handling. Grant 
Pulley & Hardware Corp., Dept. AL, 
High Street, West Nyack, N. Y. 
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Paste Wax in Liquid 

Bruce liquid wax is guaranteed by 
the manufacturer to provide all the 
protection of a paste wax. It is used 
for wood floors, woodwork, linoleum, 
vinyl and other surfaces. It is said to 
give a durable surface, with easy 
spreading and buffing. Product is 
packed in 22-ounce cans with litho- 
graphed labels and screw tops, 12 cans 
per carton. It will be marketed na- 
tionally through lumberyards as well 
as hardware, grocery and department 
stores. E. L. Bruce Co., Dept. AL, 
Memphis, Tenn. 

Circle No. 209 on Coupon, page 114. 


BUILDING PRODUCTS MERCHANDISER 


Gutter Screening 


The Snap-On gutter guard covers 
eave troughs to keep out leaves and 
other debris. The units come in two- 
foot lengths, adaptable to gutters of 
all types and sizes. An aluminum 
molding on one side engages the out- 
side lip of the gutter. The opposite side 
of the guard tucks under the shingles. 
Each two-foot section overlaps and re- 
inforces the adjoining section. For 
copper gutters the item is supplied 
with a polyester film applied to the 
molding which is said to prevent elec- 
trolytic action. Packed in a counter 
display carton, 48 pieces to the carton. 
Lockhart Mfg. Corp., Dept. AL, 6350 
E. Davison Ave., Detroit 12, Mich. 
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Rug Shampoo Machine 


A new rug and carpet shampoo ma- 
chine designed especially for rental to 
do-it-yourself trade is called the 
Clarke FM-12R Shampoo Machine. It 
has a floating nylon brush which self- 
adjusts for any type of fabric floor 
covering. An emulsion-concentrate for- 
mulated for use with the machine is 
said to assure safe maximum cleaning. 
The machine has a fingertip metering 
valve to control flow of cleaning solu- 
tion. It has a cast aluminum housing, 
and a 1%-gal. solution tank. Motor 
operates at rated brush speed on a 15 
amp. circuit. Clarke Sanding Machine 
Co., Dept. AL, Muskegon, Mich. 

Circle No. 211 on Coupon, page 114. 


Paint Color System 
A new paint coloring system enables 
a retail paint dealer to mix as many as 
10 different color pigments to achieve 
a pre-selected shade. The system is 
called “Symphonie Color.” It is 
claimed that twice as many color pig- 
ments can be used in this system as 
in systems now in use. This is said to 
give the ultimate color richer tones. 
The system is based on 25 standard 
colors. O’Brien Corp., Dept. AL, 101 
N. Johnsen St., South Bend 22, Ind. 
Circle No. 212 on Coupon, page 114. 
(continued on next page) 





VISIBLE 
$ VALUE 


The change in the degree of pitch in the 
spiral rod from top to bottom progresses 
from 40° to 80°. This principle of me- 
chanics controls and equalizes the lifting 
power of the steel coil at every point in 
the run of the sash... . is positive and 
permanent. 

Have your local Lumber and Millwork 
Dealer supply you with UNIQUE Sash Bal- 
ances installed in complete window units 
with or without weather-stripping. Or 
install them on the job in just a few 
minutes per window. 

... the BACKBONE of double-hung windows 


Send for catalog 


Circle No. 73 on Coupon, page 114, 





WHAT? —— A LAB FLOOR and NO DENTS? 


Laboratory 
N.Y. C. 


Maple Flooring, installed by Circle Floor Co., 


Mt. Vernon, N. Y. 


IT’S MAPLE! —— END-TO-END ——and—— 


This floor was not chosen just because Maple is more 


resilient, easier-on-the-feet. 


For Lab or Shop, you recommend DIAMOND HARD 
Northern Maple to take advantage of its superior 


NORTHERN MAPLE 
and OAK FLOORING 


resistance to denting. Lay it in mastic over concrete 
in the neat end-to-end pattern shown, and you weld J. W. WELLS 


all the advantages of maple to the strength and LUMBER COMPANY 


fire-resistance of concrete. 


Write for “How to Lay End-to-End Flooring” 


Menominee, Michigan 
Phone: UNion 3-9281 


DISTRIBUTORS IN MAJOR CITIES COAST-TO-COAST 


Circle No. 74 on Coupon, page 114. 
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Rod Devil, 


paint conditioner 


It allows you to sell more than just a 
can of paint—you offer your custo- 
mers factory fresh paint at no extra 
charge. And no stirring is required. 
The live-action of this patented con- 
ditioner as it puts pigment back to 
work is a regular traffic-stopper, so 
feature related Red Devil items near 
it and watch paint profits soar. Also 
your standard equipment 
for blending “store-mixed” 
paints. 

Display this two-color 
decal to identify yourself 
with Red Devil’s national 
advertising — the 
sign of fresh con- 
ditioned paini. 


NO. 30 

PAINT CONDITIONER 

TD : | 
Red Devil's exclusive pat- 3 
ented eccentric-action de- ~ 
velops 700 vigorous shakes 
a minute. Thoroughly 
freshens paint in less than 2 min- 
utes. Complete with automatic timer. 
7964 See Your Jobber 


PRODUCT, OF 


Red Devil Tooks. 


Union, N.J., U.S.A 


Circle No. 76 on Coupon, page 114. 
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Cellulose Wallpaper Poste 
@ GOOD ADHESION ... slides easily. 


@ DISSOLVES QUICKLY in hot or cold 
water... won't spoil. 


@ FREE FLOWING... won't cake in box. 


Available in 5 oz. and larger quantity size containers 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $7. LOUIS 6. MO 


Circle No. 75 on Coupon. page 114. 








Combination Padlocks 


A new line of combination padlocks 
is available under the Safe-Fraim 
brand. Illustrated is the No. 32, pol- 
ished brass dial and green enamel over 
rustless alloy body. Locks in this line 
are available for home, farm and in- 
dustry. Safe Padlock & Hardware Co., 
Dept. AL, 2nd & Crystal, Lancaster, 
Penna. 

Circle No. 213 on Coupon, page 114. 








Metal Shelving 


A line of adjustable metal storage 
shelving is said to be easily assembled, 
cost less than wood, capable of carry- 
ing 175 pounds per square foot. Stand- 
ard unit trays are 1’x2’, 2’x2’ and 2’x4’. 
Uprights are 4’ and 6'3”. Units are 
designed to make continuous shelving 
if necessary. Uprights of any multiple 
of 2” are available; shelves can be fin- 
ished in almost any color. Standard 
color is gray hammerloid. Tyler Prod- 
ucts Co., Dept. AL, Hannibal, Mo. 

Circle No. 214 on Coupon, page 114. 


Light Weight Room Cooler 


A portable plug-in air conditioner is 
the Featherweight 75, with a net 
weight of but 90 pounds. The machine 
has a % HP compressor motor, is 
rated at 6,000 BTU per hour. Opera- 
tion is on 115 volts, drawing 7.5 amps. 
It is 21 inches high, 14 inches wide 
and 14 inches deep. A kit for flush 
mounting is furnished. The model has 
a single rotary control, adjustable 
grill, built-in thermostat and thermal 
overload protector. The aluminum cab- 
inet is finished with two coats of 
baked-on aqua green enamel. Front 
panel is aluminum and blue with white 
accents. Whirlpool Corp., Dept. AL, 
St. Joseph, Mich. 

Circle No. 215 on Coupon, page 114. 
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Senate juenant Kit 


Corrugated fiber glass-plastic pan- 
els are combined with aluminum 
framework in a KD kit for handyman 
assembly of sun- ports. The kits are 
available in five series and 25 sizes. 
Assembly accessories and instructions 
are in each package. The kit is made 
by the Stone Aluminum Rates Co., 
Dept. AL, Fairmont, W. 

Circle No. 216 on ~ Salil page 114, 


Pen ec aa \ 
Folding Door Hardware | 


Ezy-Fold folding door hardware can 
be installed with no special tools or 
skill, it is said. The hardware is avail- 
able in two types and in five lengths, 
completely packaged with necessary 
accessories and detailed instructions. 
The No. 5000 series is a single track 
assembly. The No. 4000 series is a 
double track assembly complete with 
upper and lower track. Ezy-Fold can 
be used with any style panel door from 
%” to 1%”. Five packaged lengths are 
available up to 72” wide. Knape & 
Vogt Mfg. Co., Dept. AL, 653 Rich- 
mond St., Grand Rapids 4, Mich. 

Circle No. 217 on Coupon, page 114. 











Roll-on Roofing, Siding 


Embossed corrugated aluminum in 
50-lineal foot rolls for roofing and sid- 


ing is available in 18”, 30” and 54” 
widths. Roll-On is applied to roof or 
sidewall by rolling it out, lining it up 
and nailing. Side laps are virtually 
eliminated because of the long length. 
The aluminum is said to reduce trans- 
mitted heat by as much as 15 degrees. 
Kaiser Aluminum & Chemical Sales, 
Inc., Dept. AL, 919 N. Michigan Ave., 
Chicago 11, IIl. 
Circle No. 218 on Coupon, page 114. 


Redwood Stain 


A semi-transparent linseed oil-base 
stain for smooth-surfaced redwood is 


BUILDING PRODUCTS MERCHANDISER 


called Olympic Redwood Stain. It is 
available in a true redwood shade, a 
medium brown shade, a cherry red and 
a redwood clear. The stain is said also 
to be a wood preservative. Olympic 
Stained Products Co., Dept. AL, 1118 
Leary Way, Seattle 7, Wash. 
Circle No. 219 on Coupon, page 114. 


16" Power Plane 


A new 16” power plane, the model 
150P, has been introduced. It has a 
cut of 2%”. It is available with acces- 
sory %, % or 1% HP motor. It has a 
16” shoe, narrow throat and patented 
chip disposal system. Die-cast handle 
and trigger- -type switch is included. 
The 2%” spiral cutter removes up to 
3/32” of wood at each stroke. Depth 
control permits adjustment while plan- 


ing. The tool cuts any angle from 
minus 15 degrees to plus 45 degrees. 
Tool weighs 4% pounds. Frame is pol- 
ished aluminum with stainless steel 
shoe plates. Motor is interchangeable 
with standard routers and shaper 
tables in the maker’s line. Porter- 
Cable Machine Co., Dept. AL, 108 Ex- 
change St., Syracuse 8, N. Y. 
Circle No. 220 on Coupon, page 114. 
(continued on next page) 








DENISTON 


“LEAD-SEAL’ 


The Nail with the Patented BUILT-IN Protection 


i 


a oo Se - 


“LEAD-SEAL” 


TRIPLE- 
LOCK 


DRIVE SCREW 


furnished 
in Ring 
Shank and 
Straight 


Protection and conservation of farm 
buildings, stored crops, equipment and 
machinery have always been important 
to farmers. Today, in order to meet the 
increasing demands on the farmer for 
greater and more economical production 
to satisfy the country’s multiplying needs, 
proper protective measures are more vital 
than ever before. 


Deniston’s patented ‘‘Lead-Seal’”’ 
metal roofing nail with ‘“Triple-Lock”’ 
and Drive Screw shank is one means of 
aiding the farmer. It was developed spe- 
cifically to insure against roof leaks which 
develop in metal roofs when applied with 
ordinary roofing nails. 


Deniston standards for raw materials 
and manufacturing are maintained at the 
highest level—the finished product repre- 
sents the finest that modern manufactur- 
ing can provide. All Deniston nails can 
be shipped in either 50 lb. or 100 lb. 
sturdy 3-ply corrugated color-board car- 
tons with hand grips for easy handling. 


Build up your roofing nails profit 
this year. Start by selling and recommend- 
ing Deniston ‘“Lead-Seal” roofing nails. 
Ask your jobber or write to us direct for 
descriptive circulars and complete price 
information . . . no obligation. 


30 Years of Quality Nails 


THE DENISTON COMPANY 





49th & South Western Avenue e 
IN CANADA: EASTERN STEEL PRODUCTS CO., 


Chicago 9, Illinois 
LTD., PRESTON, ONTARIO 


Circle No. 43 on Coupon, page 114. 





Double-Hung Window Balance 


A new window balance known as the 
“Feather Lift” is now being introduced 
by manufacturing distributors of A. R. 
B.-equipped wood windows. It takes 
the place of the standard A. R. B. 
right-hand track, does not occupy more 
space, and requires only the cutting of 
a small recess in the contact face of 
the sash. The balance allows for re- 
moval of the sash at any point without 
moving levers or making adjustments. 
The traveler inside the track to which 
the balance spring is attached stays 
where it is when the sash is removed. 
A. R. B. Window Sales Co., Dept. AL, 
19433 John R. St., Detroit, Mich. 

Circle No. 222 on Coupon. page 114. 





g Door Frame 


The bi-parting doors of this new 
pocket frame operate simultaneously. 
Operation of one door works the other 
door and both move to or from their 
pockets at the same time. Mechanism 
hidden in the track controls the door 
operation. The hardware is known as 
the Grant No. 550. An added feature 
is a compact door check, permitting 
smooth, safe door closure. The sliding 
door hardware used with the No. 550 
pocket is the Grant No. 7000 series. 
The bi-parting sliding door pocket 
frame is said to be simple to install. 
The complete unit, with door check, 
assembly screws and bumper is packed 
in a single carton. Grant Pulley & 
Hardware Corp., Dept. AL, 31-85 
—- Parkway, Flushing 54, 

Circle No. 221 on Coupon, page 114. 


Automatic Burglar Alarm 


The new Police Captain combination 
fire and burglar alarm is battery- 
operated and designed for home use. 
Completely self-contained, it needs no 
electrical connections, cannot give a 
shock, is fully automatic, and can be 
installed with a screw driver. Units 
are retailed, less batteries, for $14.98. 
When a door or window is opened be- 
yond the safety margin, or if a wire 
is cut, the unit sounds off with a shriek 
and a spotlight turns on. A fire detec- 
tor is also available. Fire detector at- 
tachments retail at $1.50. Growler 
Alarm Corp., Dept. AL, 30 W. 36th St., 
New York 18, N. Y. 

Cricle No. 223 on Coupon, page 114. 


Marine Paint Line 


Marin, which means “marine” in 
Swedish is the brand name of a new 
line of marine paints. The white is said 
to be non-yellowing under marine con- 
ditions, fume-proof and resistant to 
fresh and salt water. It is made in 
gloss, semi-gloss and dull, with a spe- 
cial white undercoater available. Also 
included in the line are Swedish syn- 
thetic enamels, cabin enamels, copper 
bottom paints, hard racing finishes, 
canvas deck paints, varnishes, primers 
and removers. All items in the line 
have colorful beribboned packages; 
quart and gallon sizes are adorned 
with a Swedish good luck charm. John 
W. Masury & Son, Inc., Dept. AL, 1700 
Bayard St., Baltimore 30, Md. 

Circle No. 224 on Coupon, page 114. 





have joined forces recently? 


total month’s business? 





What's Your Answer? 
(Answers on page 104) 


How does the new Forest City Lumber Co. create home remodeling 
ideas among homeowner customers visiting the firm’s new store? 
Why does Restrick Lumber Co. buy ceiling tile from the wholesaler 
rather than direct from the manufacturer? 

- What current model truck offers a new automatic transmission for 
medium and heavy duty trucks? 

- What is a combination window manufacturer doing to help forestall 
a summer sales slump in that product? 
Which two well known manufacturers of putty and sealing compounds 


. What three factors are helpful in promoting favorable word-of-mouth 
advertising for dealer A. Boilard & Sons? 


What dealer, by following modern management principles, had advance 
payments from customers in a single month equal to one-third of his 


How many “different” methods of new home financing in small town 

and rural areas has Howard Lumber Co. found and used successfully? 
- Was 1956 a good year for retail lumber dealers from the point of view 

of business failures in this line? 

How did West Lumber Co., Atlanta, Ga., double floor tile sales? 








sete: 


New Pattern Shower-Tub Doors 


Ferns, butterflies and maple leaves 
in sheets of laminated plastic are in- 
cluded in a new Shoji line of shower 
doors and tub enclosures. They are 
claimed shatter, splash and draft- 
proof. They are framed with extruded 
aluminum. The panels are adaptable 
to neo-angle installations and any 
opening where translucent enclosure is 
needed. American Shower Door Co., 
Dept. AL, 936 N. Cahuenga Blvd., 
Hollywood 38, Calif. 

Circle No. 225 on Coupon, page 114. 











Door and Jamb Unit 


A door and jamb unit said to be 
capable of 15-minute installation is 
called the Made-Ready Door and Jamb 
Unit. It is shipped completely assem- 
bled, needing only to be set in the 
opening and nailed to the wall. One 
jamb-half has a pre-hung flush door. 
Trim and jamb are wrapped with cor- 
rugated kraft paper packing; steel 
banding goes around the entire pack- 
age. The unit is equipped with Sargent 
locks and Stanley butts. Available in 
two grades and a variety of sizes, for 
left or right-hand doors in a variety of 
woods. Made-Ready Door Unit Corp., 
Dept. —" Brook St., Garden City, 
Aes Megs - he 


Circle No. 226 on Coupon, page 114. 


Roosseed Wall Clocks 


Five designs of recessed electric 
wall clocks with face of 9” or 11” di- 
ameter is being offered. Each design 
is available in copper, brass, aluminum 
or antique black. Designs are formed 
by different combinations of metal 
bars and discs in place of the usual 
clock numerals. Movements are self- 
starting Swanson Mfg. Co., Dept. AL, 
607 S. Washington St., Owosso, Mich. 

Circle No. 227 on Coupon, page 114. 
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metal is said to set hard within three 
hours. When dry, the material can be 
handled like metal. Manufacturer 
claims repaired areas will be water- 
tight and will withstand temperatures 
up to 600 degrees. Packaged in self- 
applicator 4 oz. tubes retailing at $1, 
the product is also available in %4-pint 
rae ‘) and quart cans. The Magic Iron Ce- 
alin ‘ ment Co., Dept. AL, 5403 Bower Ave., 
VIN, SIOP—9 == Cleveland, Ohio. 
Circle No. 231 on Coupon, page 114. 
(continued on next page) 

















ah When answering advertisements 
eo nrrnrsean ; - please mention 
Magic Plastic uminum is a meta 
mender used without heat or tools on AMERICAN LUMBERMAN 
a damaged metal surface. The plastic 


Flush Door Unit 

A new ready-to-install flush door 
unit is the Continental. A system of 
parallel kerfs in the frame bine po- 
sitioning strips make it adjustable to a’ 
any reasonable wall thickness, includ- id =F: eo] a} Ww 
ing brick walls. The sill fits flush to 


the subfloor. Optional features in- youll prefer selling 








clude one-inch aluminum storm door, 

choice of eb ome — — ~—_- 

nose of wood casing and a choice be- 

tween unfinished flush door or factory- DUG-FAST Sta le aF-Yo<-) rs 

applied finish in a protective envelope. 

Continental-Mohawk Sales, Dept. AL, 

300 W. Ewing Ave., South Bend, Ind. 
Circle No. 228 on Coupon, page 114. 4) America’s top-quality Tackers 


For speed, ease and dependability of use, you 
just can’t beat Duo-Fast. Hammer or Gun type, 
Duo-Fast Tackers are tops in quality — so good 
they’re recommended by manufacturers of insu- 
lation, ceiling tile, building papers. 


2] Precision-fitting Staples 


Quality-controlled for jam-proof service, Duo- 
Fast Staples are tops. Sizes interchangeable to 
minimize inventory needs. Available in 5M and 
handy 1M packs. 


Qe Unique Free Service Guarantee 


Guarding you and your customers, Duo-Fast’s 
Free Service Policy is a money-saving plus. This 
policy “insures” Duo-Fast Tackers against costly 
maintenance and repairs. 


ng 


Eave Ventilators EIRI GIN ie 0 Free aids for tie-in sales 


Adjustable eave ventilators are said Today's Duo-Fast deal entitles you to the dealer 
to be bird and insect-proof, quickly in- H = aids you need to sell more tackers, more staples 
stalled with hammer and nails under bes 4 ... and more related products! 
open or closed cornice without fram- sea — 
ing. Available in adjustable sizes from Shouldn’t you be benefiting from these 
14” to 24” and for 16” to 24” rafter- . Duo-Fast advantages? Return the cou- 
centers. Known as Bird Board, they pon today for full dealership details. 
are made of both aluminum and gal- e 


vanized steel. American Box & Cabinet SMC? 

Co., Dept. AL, P. O. Box 14105, RS 

Houston 21, Tex. a = 
Circle No. 229 on Coupon, page 114. is 


Staplers - Tackers - Staples 


New Plastic Pattern 


A new pattern in the Sunrise line of 
Formica laminated plastics is known 
as Nassau. It was designed by Ray- eae tates ta Wt 
mond Loewy Associates. It is a free- NOW! Learn ; oofitiy oe 
t deal mre Please send folder on DUO-FAST Tackers for the 
form esign W ith color squares super- how you can build Building Industry, along with the name of my nearby 
imposed on each other in random ; DUO-FAST Sales-Service office. 
pattern. Colors available are tropical greater profits sins 
green, calypso red, sky blue, sunshine with guaranteed 
yellow, gull gray and bronze. The ——— Cnet 
pattern is suitable as counter topping DUO-FAST Tackers Address 
or wall surfacing. Formica Corp., City _Zone___State 
Dept. AL, 4501 Spring Grove Ave., ene 
Cincinnati, Ohio. 

Circle No. 230 on Coupon, page 114. 
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What's Your Answer? 
(Questions on page 102) 


1. Full-size model rooms, displays of 
materials at work. See article, 
page 42. 


2.They make more profit due to 
greater sales opportunities in many 
colors, designs and textures avail- 
able from wholesaler. See ad, page 
16. 


3. Transmatic drive, offered by Ford. 
See ad, page 22. 
See ad, 


1. Offering new low prices. 


page 24. 


5. The Dicks-Pontius Co. and The 
Armstrong Co. See ad, page 37. 


materials, helpful advice 


6. Quality 
payments. See article, 


and easy 
page 52. 
7. Broscious Lumber Co., Northum- 
berland, Penna. See letter to editor, 
page 54. 
8. Five. See article, page 56. 
9.No. Failures increased. See ar- 
ticle, page 78. 


10. Mass display in open cartons. See 
article, page 116. 





Sectional Garage Door 

The “Economy Door of Distinction” 
sectional upward-acting garage door 
includes a 14” radius track said to per- 
mit easy operation without gallop and 
a floating action wheel and axle assem- 
bly for smooth, quiet operation. All 
hardware except the track is included 
in a new “Tri-Pak” triangular package 
said to facilitate stacking and storing. 
Tracks are reversible, said to be an aid 
to installation; they nest for easy 
storing. Wood sections are 1%” kiln 
dried stock, pre-bored. Panels are 4” 
exterior grade AB fir plywood; stiles 
and rails are Douglas fir. The door is 
available in two-panel and three-panel 
styles, and in two sizes for each style: 
8’x7’ and 9’x7’. Frantz Mfg. Co., Dept. 
AL, Sterling, Ill. 

Circle No. 232 on Coupon, page 114. 


Electric Baseboard Heat 

A new slim design baseboard electric 
glass radiant heater extends but 1%” 
from the wall face without being re- 


tACH RECTION ORMONED TO FIT mgetnes CORNER SECTION CONMECTS ane 
sttrnctnee cet cvomrence whore A angie fe required, contionge 
tecwany thoough corner 


cessed. This is the Berko 650 watt 
baseboard system. Included is a base- 
board-level thermostat which can con- 
trol up to seven 650-watt heater sec- 
tions, a duplex electrical outlet section, 
a 90-degree internal corner section and 
a wire raceway to accommodate and 
simplify wiring. Length of each heater 
section is 36%”. Approved by Under- 
writers Laboratories, five-year war- 
ranty. Berko Electric Mfg. Corp., 
Dept. AL, 212-40 Jamaica Ave., 
Queens Village, N. Y. 
Circle No. 233 on Coupon, page 114. 


Oil Space Heater 
The Superflame 11-CDH Custom De- 
luxe Heater, rated at 61,000 BTU out- 
put per hour, has forced draft com- 
bustion, 10-year guarantee stainless 
steel burner, forced on-the-floor heat 
circulation, complete thermostat con- 
trols, operates manually in case of 
power failure. The case is available in 
hammertone blonde or dark mahogany 
finish, and is designed with TV-type 
styling. American Gas Machine Co., 
div. Queen Stove Works, Inc., Dept. 
AL, Albert Lea, Minn. 
Circle No. 234 on Coupon, page 114. 











Manufacturers and Distributors 





of 


WEST COAST WOODS 

















Douglas Fir, Hemlock, Cedar, 


Pine, White Spruce 
AND SHINGLES 


Each office of Twin Harbors is 


geared to provide fast, experienced 





<n Dest! 








and complete information regarding 


placement of your order. 
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Circle No. 44 on Coupon, page 114. 


Portiand, Ore. 
Arcata, Calif. 
Menlo Park, Calif. 


BRANCH OFFICES 

New York, N. Y. 

Medford, Mass. 
Toledo, Ohio 





Trade Mark 


DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 


Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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Registered 











Circle No. 45 on Coupon, page 114. 
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Decoration Idea 


A new decorative idea for home 
walls is the Dor-Dec, three dimen- 
sional reproductions of wild game and 
fish in action, cast in metal and 
mounted in 5%” diameter solid birch 
frames finely finished. Assorted de- 
signs are available. Subjects are ac- 
cented with metallic gold against a 
decorative bronze background color. 
Dor-Dec retails at $2.50 each, in indi- 
vidual boxes. Thierica Studios, Inc., 
Dept. AL, 900 Clancy Ave., N. E., 
Grand Rapids, Mich. 

Circle No. 235 on Coupon, page 114. 


Combination Storm Window 


The new Pivot-Master combination 
storm window is said to be rainproof, 
dustproof and_ prowler-protected. 
Prowler protection is provided through 
a fully concealed latch and a lock 
which holds the opened window at any 
desired position, yet prevents adjust- 
ment from outside. Glass and screen 
inserts can be removed only from the 
inside. Window is said to have been 
designed for easy cleaning. Top and 


ree 





lower inserts are tongue-and-grooved, 
the meeting rail is interlocked and all 
inserts are overlapped for tight fit. All 
corners are welded for strength and 
weatherproofing. Window and screen 
panels are stored in the frame. Air 
Master Corp., Dept. AL, 20th & Al- 
legheny Ave., Philadelphia 32, Penna. 
Circle No. 236 on Coupon, page 114. 


Mason's Levels 


A new line of 48” mason’s wood 
levels features “easy read” no-glare 
oval lenses over the leveling bubbles. 
The levels are made in both sugar pine 
and mahogany. They have six metal- 
lic-sealed vials: four plumbs and two 
levels. Made in plain and brass-bound 








CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Dept. U-7. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 





Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


types, with finger grips or open hand 
grips. Each level is packed in a carton 
said to provide protection in shipment 
and as a permanent storage case. The 
Columbian Vise & Mfg. Co., Dept. AL, 
9018 Bessemer, Cleveland 4, Ohio. 
Circle No. 237 on Coupon. page 114. 


Packaged Step Ladders 

A new do-it-yourself item is a new 
packaged ladder in which the customer 
assembles his own ladder from parts. 
The wood parts are of short leaf yel- 
low pine. Each size is equipped with 
pail shelf, iron spreaders and metal 
truss rods under each step. Available 
in 4’, 5’, 6’, 7’ and 8’ sizes. Each 
ladder is packed in a carton with as- 
sembly instructions. Breyer Bros., 
Whiting & Co., Dept. AL, 4 East 
Franklin St., Waupun, Wis. 

Circle No. 238 on Coupon. page 114. 











RAVITY & POWER 
CONVEYORS 














We had to put on extra hands — since we 
started suggesting ““Scotcn”’ Brand Masking Tape 
with every paint sale! 
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Circle No. 46 on Coupon, page 114. 
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Circle No. 47 on Coupon, page 114. 








NEW PRODUCTS 


(begins on page 98) 





New Plastic Pipe 

Orangeburg SP plastic pipe is now 
being introduced. It is made from a 
new type polyethylene resin. The pipe 
is said to withstand working pressures, 
heat and stress without cracking, su- 
perior to any polyethylene pipe yet 
made, in addition to resistance to 
chemicals, organic solvents and hydro- 
carbon liquids. The product meets re- 
quirements of commercial standards 
for standard wall 75-pound pressure- 
rated and 100-pound pressure-rated 
plastic pipe. It is available in %” 
through 2” sizes, can be used for 





( were's the one thar \ 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
e Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





Circle No. 77 on Coupon, page 114. 


potable water service. It is made in 

coil lengths up to 400’. Orangeburg 

Mfg. Co., Dept. AL, Orangeburg, N. Y. 
Circle No. 239 on Coupon, page 114. 


Narrow Hub Wheels 

A new line of narrow hub semi- 
pneumatic wheels is being introduced. 
They are designed for the do-it-your- 
self market, and provide adaptability 
to the entire replacement wheel mar- 
ket. They fit extremes of axle length 
variation. Manufacturer states that 
although dealers’ markets are broad- 
ened to include almost any possible 
slow speed semi-pneumatic wheel 
need, inventory problems are lessened 
because the line requires a minimum 
inventory. Gleason Corp., Dept. AL, 
250 N. 12th St., Milwaukee 3, Wis. 

Circle No. 240 on Coupon, page 114. 





Holds L-Type Hex Wrenches 


The Handy Holder is designed for 
use with L-type hex wrenches. It is 
made of a tough plastic material, not 
affected by grease, oil or acid. It keeps 
wrenches intact, makes proper wrench 
selection fast. Wrenches fit snugly. 
Two sizes are available: a seven key 
selection size 5/64” to %”, and a 10- 
piece selection size .050” through 
5/16”. Hunter Tool Co., Dept. AL, Box 
564, Whittier, Calif. 

Circle No. 241 on Coupon, page 114. 








MANUFACTURERS 


Since 1879 





EXCHANGE SaAWMILLs SALEs Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


1400 R. A. Long Bldg. 
Kansas City 6, Mo. rwx xc-as« 


DISTRIBUTORS 


Representing: 
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Plastic Oiler 

The Plews Special Plastic Oiler is 
designed to apply all types of lubri- 
cating oil to home appliances and 
equipment. It has a finger-tip trigger- 
plunger producing a pressurized 
stream of oil. The transparent plastic 
body holds four ounces of lubricant. 
It is made in two colors, transparent 
amber with red, green or yellow trim. 
There are no parts to rust or corrode. 
Plews Oiler, Inc., Dept. AL, 701 South 


7th St., Minneapolis 15, Minn. 
Circle No. 242 on Coupon, page 114. 


Double-Glazed Sliding Door 

A sliding door for one-inch double 
glazed insulating glass is the Pittco 
Twindow sliding door. Glass panels 
roll on nylon-tired ballbearing sheaves 
on aluminum track capped with stain- 
less steel. Two-point contact pile 
weatherstrip all around gives barrier 
against weather. The frame is tubular 
extruded aluminum, Pittsburgh Plate 
Glass Co., Dept. AL, 632 Fort Du- 


quesne Blvd., Pittsburgh 22, Pa. 
Circle No. 243 on Coupon, page 114. 


Built-In Shower Package 

The Adapt-A-Package permits the 
building-in of prefab shower cabinets. 
The package consists of an escutcheon- 
type door frame which covers the 
joint between finished wall and shower 
cabinet. A slip-on top with dome light 
is also available as part of the pack- 
age. Fiat Metal Mfg. Co., Dept. AL, 
9301 W. Belmont Ave., Franklin Park, 


Ill. 
Circle No. 244 on Coupon, page 114. 
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Lighting Fixtures 

Two new lighting fixture showroom 
ideas include a free custom design 
service for dealers’ lighting displays, 
and modular showroom units. Moe 
Light sales representatives have com- 
pleted intensive schooling on how to 
work with the dealer in supplying all 
necessary information to the custom 
design service. The modular showroom 
display units are standardized inter- 
changeable “add-on” units which can 
be combined to make any size or shape 
semi-custom lighting fixture display. 
There are four units and three acces- 
sory pieces, permitting ceiling and 
wall bracket-type fixtures to be shown. 
All needed accessories are furnished. 
Moe Light Div., Thomas Industries, 
Inc., Dept. AL, 410 S. 3rd St., Louis- 
ville, Ky. 

Circle No. 245 on Coupon. page 114. 


Rope In New Package 


King Cotton brand marine grade 
manila rope is now packaged in 35’ 
Handi-Hanks. Hanks are connected in 
one continuous length with each hank 
labeled for self-service use. Available 
in 4%”, %” and %4” dia. rope. Packaged 
in two-color counter or floor display 
carton, 12 hanks per carton in %”, 20 
hanks in %4” and 6 hanks in %”. John 
H. Graham & Co., Inc., Dept. AL, 105 
Duane St., New York 8, N. Y. 

Circle No. 246 on Coupon, page 114. 


Polyethylene Film 


A colorful new display package and 
a new small-space floor display rack 


are available for merchandising poly- 
ethylene film to builder and do-it- 
yourself trade. The two new dispensers 
offer the film in sizes from three to 
20’ in width. The self-dispensing pack- 
age is made like a housewife’s wax- 
paper box. The store dispenser, which 
comes free with a special deal, dis- 
plays seven rolls of plastic, each in a 
different width or thickness, including 
clear and black, It has a cutting bar. 
The film used in both dispensers fea- 
tures double folding which saves floor 
space and permits easy handling. The 
16%’ roll is in a carton slightly over 
four feet long. The film has an edge 
print marking footage, thickness and 
width. The Kordite Co., Dept. AL, 
Macedon, N. Y. 
Circle No. 247 on Coupon, page 114. 


Acrylic Paint Movie 


“The Story of Acrylic Paint” is a 
16-mm color movie, running 20 min- 
utes. It tells the story of the growth 
and uses of acrylic latex paints. No 
trade names or company titles appear 
in the film. To supplement the film a 
complete program for trade and pro- 
fessional group meetings is available. 
The program includes the film, a pro- 
gram guide and film outline for pro- 
gram chairmen and copies of an eight- 
page folder on “What You Should 
Know About Acrylic Latex Paints.” 
The folder is a take-home reference 
piece. Rohm & Haas Co., Dept. AL, 
Washington Square, Philadelphia 5, 
Penna. 

Circle No. 248 on Coupon, page 114. 





Something 


NEW 


Something 
DIFFEREN 


A new modern 








Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Sure-Grip 

Protecto-Plate 
Beautiful — Practical, can be 
painted in two-tone colors to 
match or harmonize with 


wah. ts color scheme of your house. 
“Easy Change'' 
locking Device 


THE COMBINATION DOOR CO. FoNo bu LAC, wis. 





Smooth, positive action on storm and 
screen doors up to 114” thick. Protector 
chain has hold up spring. Closers are self 
lubricated and guaranteed for 10 years. 
Strong or light spring action available. 

All models available have fast latching 
feature for fast final 5° of closing to over- 
come friction of weather strip. Also avail- 
able with narrow jamb bracket that re- 
quires only 144” space between doors. 

No. 80 as above, No. 90 without pro- 
tector chain. Ask your hardware jobber or 
write us for selection and prices. 


IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET + ST. PAUL 1, MINNESOTA 


have 
every 
selling 
feature 





Circle No. 48 on Coupon, page 114. 
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why sell less 
when you can 
sell the best? 


For years, RED BRAND fence has been 
demonstrating its quality ... notin theory... 
not in laboratories . . . but in actual use. 

Photographic reports reveal the years of extra 
life in RED BRAND fence: Longer life be- 
cause it’s made of rust-resisting, copper-bearing 
wire. Longer life because it’s Galvannealed®. 
Longer life because it stays taut through the 
years without restretching. 

What’s more—your customers know this. 
For generations, they’ve looked for the red top 


BRAN D 


wire—the only fence line that sells on sight. 

We keep telling your customers about 
RED BRAND, too. No other fence is adver- 
tised as well. .. in magazines. ..on radio... 
and now on television. 

It all adds up to these simple facts. Highest 
quality. Best known. Fastest turnover. More 
profits for you. 

With these facts, ask yourself this question: 
Why sell less when you can sell the best? For 
details, see your RED BRAND salesman. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


Makers of RED BRAND® Fence - RED BRAND® Barbed Wire - Bale Tie - RED TOP® Stee! Posts + Nails + Keyline 


Poultry Netting + Ornamental Steel Posts - Non-Climbable Fence + Gates +» Keymesh® + Keycorner + Keybead 


the only 
fence line 
that sells on sight 
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Power Back-Hoe 

The Henry C-10H back-hoe mounted 
on a light-duty 130 industrial tractor 
makes an economical rig for digging 
foundations and similar excavations. 
Hydraulic power for double-acting 
cylinders is furnished by a heavy-duty 
industrial-type power take-off pump 
which mounts either on front or rear 
of the tractor. The back-hoe can dig 
10’ deep, with a maximum reach of 
1314’ at ground level, load at heights 
up to 84%’ and swing in an arc of 160 
degrees, digging or dumping at any 
point along the arc. A choice of bucket 
sizes is available. International Har- 
vester Co., Dept. AL, 180 N. Michigan 
Ave., Chicago 1, Ill. 


Accounting Machine 

A restyled 3-register accounting ma- 
chine is able to transfer balances to the 
original statement and ledger accounts 
receivable the first time a new account 
is activated during the month. This 
eliminates the need for transferring 
balances to new statements in a sepa- 
rate operation at the beginning of 
each month. The machine also offers 
simplified error correction, by using 
the minus bar as a reverse entry bar. 
The machine is the President. It is 
said to be flexible enough to handle 
several jobs, is equipped with selector 
knobs for quick program changes. 
Monroe Calculating Machine Co., Dept. 
AL, Orange, N. J. 

Circle No. 250 on Coupon, page 114. 


Light Fork Truck 

A highly maneuverable electric fork 
truck with 2,000-pound capacity is the 
model FT-20. Overall length without 
forks is 6644”. Turning radius is 68”. 
Minimum intersecting aisle is 60”. 
Maximum travel speed with load is 
5.2 MPH. Ten-degree tilt forward or 
backward is said to be helpful for side- 
loading pallet body trucks. The unit 
has self-adjusting hydraulic brakes 
and an_ independent  seat-operated 
parking brake. Dynamic braking is 
also provided. Overall height is 83”; 
maximum loaded lift speed is 42 fpm. 
Baker-Raulang Co., Dept. AL, 1200 
W. 80th, Cleveland 2, Ohio. 

Circle No. 251 on Coupon, page 114. 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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STARRY-KELLY 


LUMBER COMPANY, INC. 


Specializing in Ponderosa Pine 
and Associated Species 


Kiln Dried - Air Dried - Surfaced - Rough 
YARD and INDUSTRIAL STOCK 


e 
Sales Agents & Wholesalers 


1120 Old National Bank Bidg.—SPOKANE 1, WASH. 
Phone TEmple 8-1448 Teletype SP-175 


Complete HARDWARE SETS 


TORSION & TENSION 


SPRINGS 


For INDUSTRIAL & RESIDENTIAL 


Overhead Type GARAGE DOORS 

















Circle No. 51 on Coupon, page 114. 








POWER DOOR CO. 


NEWRD MONMOUTH JUNCTION, N.J. 


Circle No. 52 on Coupon, page 114. 





EEL 
GARAGE 


Exclusive 
Distributorship 
Available 





19800 FITZPATRICK DETROIT 28, MICHIGAN 


Circle No. 53 on Coupon, page 114. 





merchandising.. 


EFFECTIVE RETAIL SELLING 

Bernard F. Baker... $2.95 
Any member of your sales staff, new or old, will be 
more productive if he applies the tested methods of 
sales psychology and personality development pre- 
sented in this book. Includes an excellent listing of 
sources for dise infor i 287 pages. 





AMERICAN LUMBERMAN, INC. 

139 NO. CLARK ST., CHICAGO 2, ILL. 

Enclosed is my check in the amount of $2.95 for the 
above book. 





Address 





City, State 
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A. A. SYLVESTER, president, Warren F. Hoye, Inc., Springfield, Mass., stands in 


front of one-story warehouse (300' x 100'), which services 400 customers in cen- 


tral New England. 


_ ot 2 P> a 
= WHOLESALER 5 


a 


accu Three Rules Spell Success 


FORK LIFT TRUCKS and palletized materials are 


used to speed customer deliveries. 


Starting on a shoestring, this New England distrib- 


utor credits these operating principles for three decades 


of successful service. 


PERPETUAL INVENTORY enables staff to 
give customers prompt information on 
available supplies and delivery dates. 


BUILDING PRODUCTS MERCHANDISER 


Warren F. Hoye, Inc., Spring- 
field, Mass., distributor of building 
materials and sheet metals, op- 
erates under three rules that have 
resulted in three decades of busi- 
ness success and hundreds of sat- 
isfied customers. The rules are: 


7 _Give customers something 
tangible in addition to the routine 
materials and invoices. 


2. Treat customers as you 
would like to be treated. 


3. Offer the finest brand-name 
products and maintain above-aver- 
age inventories. 


Considered an outstanding 
wholesaler in central New Eng- 
land, the company was founded in 
June, 1927, by the late Warren F. 
Hoye and Andrew A. Sylvester, the 
current president and treasurer. 
The first completely wholesale 
firm in the Springfield area, the 
two-man company started in busi- 
ness with “. . . a capitalization of 
$4,000—$3,000 of which was bor- 
rowed from friends.” 


Today, the company grosses 
around $2 million annually, em- 
ploys 18 and services 400 retailers 
in southern Vermont, western 
Massachusetts and northern Con- 
necticut. In addition to servicing 
175 lumberyards, the firm supplies 
hardware stores, mason supply 
dealers, roofing and sheet metal 
contractors. 


“Distribution protection is one 
of the tangible services we furnish 
our dealers,” says Sylvester, a 
third-year vice-president of the 
National Building Material Dis- 
tributors Association. “We protect 
dealers by selling only to legiti- 
mate, established retailers.” 

The firm also makes a point of 
keeping customers informed about 
price fluctuations, market condi- 
tions and new and improved prod- 
ucts by means of a series of twice- 
monthly mimeographed mailings. 


Inventory Services 


“T think the fact that two-thirds 
of our orders are delivered from 
our own warehouse indicates the 
extent of our inventory,” says 
Andy. 


“Whenever labor negotiations 
are scheduled by one of our manu- 
facturers, we _ generally order 

(continued on page 113) 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


Rates. 


1 Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word rer each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


Ne agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements are set in uniform 
. — style. No cuts or special borders al- 
owed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





Wanted—Manager, retail and industrial lum- 
ber yard, located in Calumet Region, old 
established yard. Man with Executive and 
Sales ability to take entire charge with good 
salary and bonus. Address Box W-44 Amer- 
ican Lumberman, Inc. 





WANTED: Experienced Millwork Estimator to 
manage custom millwork division of Retail 
Yard. Work would consist mostly of custom 
millwork estimating, contracting, and proc- 
essing large job work of schools, hospitals, 
churches, etc. Excellent opportunity with long 
established firm in the Lehigh Valley, Penna. 
Reply in writing to Box W-45 American Lum- 
berman, Inc. 





SALESMEN AND OPERATING PERSONNEL 
FOR LARGE EXPANDING RETAIL LUMBER, 
MILLWORK AND HARDWARE BUSINESS. 


Expanding operations and organization pro- 
motions have created excellent opportunities 
for beth sales and management for ambitious 
men with lumber, millwork or builders hard- 
ware experience. 


Our company in a large progressive midwest 
metropolitan area has been in business over 
50 years. Excellent employee benefits includes 
salary and incentive compensation plan, profit 
sharing plan, pension plan fully paid for by 
the company. Hospitalization and group life 
insurance privileges. 


Reply by mail giving complete experience, 
educational record, family details, and recent 
snapshot of yourself. Personal interview will 








HELP WANTED 


WANTED — RAILS 





ACCOUNTANT-CREDIT MANAGER 


Large Flerida Retail Lumber Dealer has open- 
ing for Accountant and Credit Manager ex- 
perienced in Lumber and Building Material 
trade. Only high type sober man considered. 
Will pay salary commensurate with educa- 
tion, experience and ability. Address Box X-29 
American Lumberman, Inc. 





TWO DETAILERS AND BILLERS—Large archi- 
tectural mill work company in Ohio has open- 
ings for two detailers and billers with estimat- 
ing experience. Must be qualified to make 
shop drawings for all types of public and 
private building Excellent opportunity and 
good salary with all social benefits to right 
men. Please give experience, age, availability 
and if possible a sample of drawing. Perma- 
nent employment. Reply Box X-30 American 
Lumberman, Inc. 








SITUATIONS WANTED 





161/, YEARS’ EXPERIENCE 
LUMBER AND MILLWORK 


61/, years’ management. Thoroughly versed in 
purchasing, manufacturing, inventory control, 
and custom millwork. Capable of complete 
supervision yard or mill. Age 38. Address Box 
W-47 American Lumberman, Inc. 





Aggressive, able young man. Ten years ex- 
perience in lumber, plywood, doors. Wholesale 
and retail. Prefer Ohio but will relocate. 
Address Box X-25 American Lumberman, Inc. 





Middle aged married man, twenty five years’ 
experience in lumber and standardized mill 
work desires responsible position with oppor- 
tunities. Can relocate. Address Box X-3] 
American Lumberman, Inc. 





Man 42—14 years’ experience in retail lumber 
business, seeks position of assistant manager 
or department manager of retail lumber yard. 
Address Box X-32 American Lumberman, Inc. 





RETAIL YARD MANAGER, 36, College Gradu- 
ate. Experienced Sales, Purchases, Estimat- 
ing. Manage on salary plus profit share. 
Possibly buy om liberal terms. Excellent 
references. Address Box X-33 American Lum- 
berman, Inc. 





SALES REPRESENTATIVES 
WANTED 





be promptly arranged by return corr pond 
ence. 


Reply to Box X-26 American Lumberman, Inc. 


Wanted: Sales Manager with administrative 
experience by a well established yard in large 
city in Northern Indiana. Substantial salary 
and liberal commission, with opportunity for 
advancement. Address Box X-27 American 
Lumberman, Inc. 





RETAIL LUMBERMEN WANTED 


Line yard operator needs several managers 
and assistant managers. Locations in good 
County Seat towns. If you feel you have gone 
as far as you can go in your present employ- 
ment, we may have the opportunity you have 
been waiting for. Address Box X-28 American 
Lumberman, Inc. 
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FOLDING DOOR DISTRIBUTORS, MAN- 
UFACTURING AGENTS wanted. Few 
choice territories still available. Nation- 
ally advertised line is one of the most 
successful in America. Our folding 
doors are made in four price categories 

. . @ door for every price, every pur- 
pose. Please write full details. Box W-31 
American Lumberman, Inc. 





ded 


STEEL RAILS 
16#, 20%. 25x. 30x. 35%. 40% and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virgima 





RAILS. New and Relaying 
Bought and Sold 
1000 Geod Serviceable 
Kilp Trucks in stock 
M. K. FRANE 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bidg., Pittsburgh 22, Pa. 
185 Lake Street, Rene, Nevada. 





BUSINESS OPPORTUNITIES 





LUMBER-BUILDING MATERIALS & PROP— 
Incl. 40 acres, choice loc. N. Y. STATE. Estab. 
1950. Gross Receipts $136,002.91. HIGH EX- 
PANSION POTENTIAL. Fully equip. Bldgs. 
perfect condition. 8 room home. Excellent 
sound investment with profitable returns as- 
sured. Reasonably priced. (Brokers Pro- 
tected). 


RENDLOG SALES COMPANY 


1780 Broadway. New York City Pl 7-5345 





BUSINESSES FOR SALE 





For Sale: Retail lumber yard lecated in Cen- 
tral lowa—County Seat town. Doing a profit- 
able $100,000 and more business a year. Own- 
er selling because of other business interest. 
Address Box W-49 American Lumberman, Inc. 





For Sale 


Lumber Yard doing $200,000 per year. Price 
of $30,000 includes 3!/, acres, land, buildings, 
machinery, trucks and equipment. Will sell 
for $15,000 down plus inventery. Located in 
northeastern Ohio. Best location in the nation. 
May also be used as manufacturing plant. 
Box X-35 American Lumberman, Inc. 





FOR SALE 


Chicago Retail Lumber Yard. Total price less 
than $200,000 including land, buildings and 
inventory and substantial switch track, etc. 
Going busi all plete. Ideal lecation 
fer retail or whclesale operation. Address 
Box X-36 American Lumberman, Inc. 








Lumber Business in Missouri doing $300,000 
yearly from 3 yards. Will sell yards separately 
or tegether. Write KASHFINDER. Wichita. 


Kans. 





LIVE IN THE HEART OF THE 
BLUE GRASS HORSE COUNTRY 


Lumber yard in Paris, Kentucky For Sale. 
New Showroom, excellent location and yard 
facilities and good name in community. 
Fifteen miles from Lexington, Fastest growing 
area in Kentucky. 


For further particulars write: Box X-37 Ameri- 
can Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 





Commissioned sales representatives 
for some choice protected territories. We 
manufacture quality residential and commer- 
cial locksets, selling to lumber, building mate- 
rial and hardware trade. Box X-34 American 
Lumberman, Inc. 


FOR SALE: North Carolina White Pine. Rough. 

surfaced or S2S4&R/S. eg | Hardweod Pal- 

—. Cerinth Hardwood Ce., Box 581-A. Bristoi, 
‘enn. 
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LUMBER & DIMENSION 
FOR SALE 





Stacking Sticks For Sale 
5 cars 6’ used stickers—3¢ each 
2 cars 8’ new KD Oak sticks S2S 13/16 &¢ ea. 
Gaiennie Lumber, Box 1774, Shreveport, La. 





FOR SALE—Northern Pine lumber, rough or 
S4S DET. A. M. Rhoda Yard, Bemidji, Minn. 





USED MACHINERY FOR SALE 





Equipment For Sale 


Klamath Iron Works 30 inch Edger. never used. 
Complete except for Drive Motor. $3000.00 
Carr, Adams & Collier Company 
Plant Engineering Department 
llth & Jackson Streets 
Dubuque, Iowa 





2 Hawkeye Wheel-It trucks. Excellent condi- 
tion. 6.00x16 pneumatic rubber tires. Body 
26’’x96"" with 14°’ corner stakes. 33°’ height. 
$95.08 each. Millwork, Inc., 140 So. Washing- 
ton, Hopkins, Minn. 





Two 650 HP Hamilton Corliss Steam Engines, 
Twin Cyl. 18’’ x 42’°, 120 RPM. Now operating, 
available September. W. E. Dodson, Trenton, 
Ill., Academy 4-9241. 





TIMBER, RIPPING AND SURFACING UNIT 
. Band saw 64° wheels. 8"’ saws. 

. Knight Carriage. 4 blocks. 36 ft. long. 

. No. 1 Boss Timber Surfacer size 30°’ x 16°’. 


ALSO 
. Berlin #341 Band Resaw 54°’ wheels, 6”’ 
saws. 
. Ross Carrier, Model 70, 5 ton. 
. Mall Chain Saw #7 (Gasoline) 4 ft. 
. Monarch Uni-point circular CC Saw 5 H.P. 


OFFICE EQUIPMENT 
. Burroughs Moon Hopkins Auto. Calculating 
Machine, 7200 special. 
. 2 Kardexes—1l4 drawers—cards 3x5 
. Elliottt Postal Card Printing Machine 


Bishop Lbr. Co., Nic., 2315 Elston, Chicago, Ill. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Lew Cost 
“Timber-r-r"’ cartoons. For roofs write 
LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, Calif. 





BOOKS FOR SALE 





ELEMENTARY STRUCTURAL DESIGN 
Charles O. Harris... $5.25 


Prantlalt 





Quickly prepares the g trad n to 
solve common problems of structural desian, 
through a working knowledge of the prin- 
ciples involved. Theoretical discussions are 
discarded in favor of information which can 
be put to immediate use. Each topic is ex- 
plained in a series of short steps with illus- 
trations, and practice problems and answers. 
163 pages. 

AMERICAN LUMBERMAN, INC. 

139 N. Clark St., Chicago 2, Ill. 
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THREE SUCCESS RULES 


(begins on page 111) 





ahead to be on the safe side. This 
policy enabled us to keep all of 
our retail customers adequately 
supplied during the steel strike 
last summer. 

“Our perpetual inventory sys- 
tem allows us to guarantee mate- 
rials and delivery dates,” says 
Andy. “We have three outside 
salesmen, and our delivery trucks 
are in each customer’s area once 
or twice each week.” 


Warehouse Facilities 


Hoye, Inc., maintains a $200,000- 
$250,000 inventory (roofing, sid- 
ing, insulation, board products, 
aluminum and_ steel products, 
sheet metal, hardware and other 


basic building materials) in a 
300’ x 100’ one-story warehouse. 
Including canopies covering load- 
ing docks on both sides of the 
structure, about 44,000 square feet 
is under cover. Materials are 
handled inside the building by fork 
lift and hand fork trucks. A rail- 
road siding at the rear of the ware- 
house enables spotting of eight 
freight cars at unloading doors. 

The firm’s office and warehouse 
is equipped with a telephone in- 
tercom system and a publie ad- 
dress system. The office and ware- 
house has 12 telephone outlets and 
several loud speakers so employes 
can advise the office whenever they 
leave their regular stations. 

In addition to president-treas- 
urer Sylvester, other officers are: 
John Baird, vice-president, and 
Charles H. Frueh, assistant treas- 
urer. 
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DISTRIBUTOR Philip Ben Lieber (right) accepts paid-vacation prize from J. H. Butler 
(center) and J. T. Conger (left), representatives of Samuel Stamping & Enameling Co. 


Distributor Wins Trip 


Philip Ben Lieber, Shreveport, 
La., building materials distributor, 
recently received an all-expense paid 
vacation to Nassau and the Bahama 
Islands. Lieber’s prize came as win- 
ner of a national sales contest for 
opening new Suburban built-in 
range dealers. Suburban built-in 
ranges are manufactured by Samuel 
Stamping & Enameling Co., Chat- 
tanooga, Tenn. 


Boyer Lumber and 
Hirt & Wood in Merger 


A 50-year-old Omaha, Nebr., lum- 
ber company announced its merger 
with Hirt & Wood Lumber Co., 
Eugene, Ore., recently. President 
Howland Boyer said the Boyer Lum- 
ber Co. will close its main North 
Omaha Yard to retail business. The 





North Omaha location will be con- 
verted into a transit and concentra- 
tion yard, controlling rolling stocks 
of lumber coast to coast. 

A new company, Hirt-Wood Lum- 
ber Corp., is being formed to handle 
the Omaha operation. Ted Wood, a 
partner in the Oregon wholesale 
concern, is moving to Omaha to di- 
rect the new company, which will 
sell to wholesalers and lumber deal- 
ers only and will increase the capac- 
ity of its mill and machine shop. 
Boyer’s West Yard at 48th & Leav- 
enworth will continue to be a retail 
outlet and will retain the name of 
Bover’s. 

The home office of Hirt-Wood in 
Eugene has mill interests in several 
Oregon companies: Mountain Fir 
Lumber Co., Independence; Mount 
Hood Lumber Co., Maupin; Mount 
Canary Lumber Co., Maupin, and 
Conifer Lumber Co., Grants Pass. 
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Technical Data 


Plastic Pipe. Orangeburg catalog 
#401 covers the firm’s SP plastic pipe 
made from a recently developed poly- 
ethylene resin. Characteristics of the 
pipe, its development, application, in- 
stallations and specifications are given. 
Orangeburg Mfg. Co., Inc., Dept. AL, 
Orangeburg, N. Y. 

Circle No. 252 on Coupon. page 114. 


Industrial Trucks. The complete line 
of Clark fork-lift trucks, straddle car- 
riers, powered hand trucks and tow- 
ing tractors of the firm’s industrial 
truck division is described in a 16- 
page, four-color catalog. Each ma- 
chine is illustrated. Specifications are 
given for each model, These include 
capacity, turning radius, width, length, 
service weight, speed, etc. Data in- 
cludes eight straddle carrier models 
and the line of electric-powered hand 
trucks. Industrial Truck Division, 
Clark Equipment Co., Dept. AL, Bat- 
tle Creek, Mich. 

Circle No. 253 on Coupon, page 114. 


Asbestos-Cement Products. A man- 
ual on asbestos-cement roof shingles 
gives application methods for all types 
of asbestos-cement roofing shingles, 
including the recently developed low- 
slope roof method for American meth- 
ods, Dutch lap, ranch design and indi- 


vidual American method shingles. The 
manual is illustrated with detailed 
drawings. Index is alphabetically ar- 
ranged. Asbestos- Cement Products 
Assn., Dept. AL, 509 Madison Ave., 
New York 22, N. Y. 

Circle No. 254 on Coupon, page 114. 


Consumer Data 


Peg Board. “Home Owners’ Guide to 
Masonite Peg Board Panels and Fix- 
tures” is a 12-page illustrated booklet 
which includes how-to-do-it informa- 
tion, and sketches of the metal fixtures 
and their uses. Hints on decorative and 
functional applications of peg board 
are presented. Home Service Bureau, 
Masonite Corp., Dept. AL, 111 W. 
Washington St., Chicago 2, IIl. 

Circle No. 255 on Coupon, page 114. 


Outdoor Electric Lanterns. A 48- 
page catalog of electric lanterns for 
exterior use contains a wide variety of 
bracket and hanging types in black, 
brass and copper finishes, and in colo- 
nial and contemporary designs. Arto- 
lier Corp., Dept. AL, Lodi, N. J. 

Circle No. 256 on Coupon, page 114. 


Kitchen Cabinets. A revised edition 
of a 16-page specifications booklet 
covers the full line of Youngstown 
kitchen products, giving dimensional 
details and facts on product features. 


It is both a reference book for sales- 
men and a consumer piece. Several 
full-color photographs of kitchen in- 
stallations are shown. Youngstown 
Kitchens, Dept. AL, Warren, Ohio. 
Circle No. 257 on Coupon, page 114. 


Locks and Latches. A new catalog 
showing a complete line of locks, 
latches and builders hardware is said 
to make ordering hardware much 
easier. Complete specifications with 
dimensions, finishes and styling for 
each item are given. A numbering sys- 
tem eases product selection. Included 
in the book are mortise locks, entrance 
sets, gate locks plus a line of alumi- 
num locks for aluminum store doors. 
Welch Brothers Lock Co., Dept. AL, 
P. O. Box 77, North Chicago, III. 

Circle No. 258 on Coupon, page 114. 


Radial Saws. A new condensed, 
photo-illustrated, self-mailing bro- 
chure describing the cost, safety and 
other advantages offered by the manu- 
facturer’s radial saw line is announced. 
An outstanding feature is a series of 
12 photos — action close-ups — illus- 
trating a dozen major types of cut 
for which all Delta radial saws are 
suitable. The brochure also illustrates 
how Delta’s exclusive turret-arm ac- 
tion enables the blade to stay posi- 
tioned over the table throughout the 
360° arm swing. Super-powered mo- 
tors and life-time trackways are also 
described in detail along with major 
accessories. Delta Power Tool Div., 
Rockwell Mfg. Co., Dept. AL, 471 N. 
Lexington Ave., Pittsburgh 8, Penna. 

Circle No. 259 on Coupon, page 114. 
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more and more dealers are saying 


“Let’s handle 


GRIFFIN’ 
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| WAL-LOK 


vas MORTAR JOINT REINFORCING 


ST) WITH ARCHITECTS and BUILDERS. 
because WAL-LOK was first 


@ to use research for product improvement. Cat 
@ to deform without impairing tensile 2#R240 
strength. Wrought 
WAL-LOK to . Steel 
use projecting Cross Bars — 4 mortar 
iS A locks at every weld Butts 


NECESSITY to comply with National Bureau of Stand- . : rn = in 
e ards Recommendations. s & : Square 
» Aor minimis , ‘ : Corners 


shrinkage cracks. 
@ to withstand 
side pressure. 


to furnish galvanized Cross Bars. 

to furnish 12’ lengths in 300’ bundles — 
fewer splices, less scrap, lower cost. 

@ to increase 
wall strength. 
@ toreduce cracks 
caused by foun- 
dation failures. 


to manufacture 8 Gauge Super Standard. 
“The dependable line of hinges to 
: handle” . .. that’s the trade’s way of 
YOUR CHOICE: 1. Bright basic Side Rods saying “We like to sell Griffin prod- 
with galvanized Cross Bars 2. Fabricated ucts.” Order from our full line of 
from galvanized wire 3. Galvanized after wrought steel butts — plus a com- 
ren. plete line of shelf hardware—in the 
Make WAL-LOK first on your list. Write selections you know your customers 
today for descriptive brochure packed want. 


GRIFFIN 


Adrian, Mich. »» 
“since 1899 


MANUFACTURING CO. ERIE, PA. 
Circle No. 55 on Coupon, page 114. 


to insure complete mortar bondage. 


NEW VISIPAKS— 
Order by the carton 
of individual 
carded items. 


ADRIAN PEERLESS, INC, 
1413 E. Michigen 





Circle No. 54 on Coupon, page 114. 
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The home-owner was delighted with the way the painter had 
decorated his house. “You did a fine job,” he said, “and I’m going 
to give you a little something extra. Here’s $20. Take the missus 
to a show.” 

That night the bell rang and the painter stood at the door. He 
was dressed in the height of fashion. 

“What's the matter?” the man asked. “Did you forget some- 
thing ?” 

“No,” said the painter. “I just came to take your missus to a 
show.” 

* * * 

Overheard in the chorus line: “He’s in his advancing years and 

every one is a step in my direction.” 


* * * 


I wonder what a private secretary thinks when, after she’s 
married her boss, he calls up and tells her he has to work ’til 
midnight 

* *K * 

Inventories don't list the most valuable item of every business 

customer confidence. This priceless intangible is really the index 
of dealer integrity. It is the customer’s conditioned reflex action 
to that dealer’s products, prices, his way of doing business. 

With MAUK Lumber Co. complete customer confidence is 
simply a fact. Whatever your supply requirements, we invite you 
to stock MAUK merchandise and share the benefits of the brands 
with the built-in customer confidence. 


x * * 
Simple Celia says the weaker sex is the stronger sex because 
of the weakness of the stronger sex for the weaker sex. 
aoe 


“Say, Mr. Smith, I saw your wife kissing the ice man this 


morning.” 
“Great Scott! Wasting her time on him when we owe the 


grocer twenty dollars !” 
* ok x 
McTavish always calls his girl to see what night she’s free. 
* *” + 
Do You Know What Dep't 
Do you know what embarrassment is? Two eyes peeking 
through the same keyhole. 
Do you know what glamour is? Something that evaporates 
when the sweater is too large 


Do you know what protection is? What you get when the 
product’s from MAUK 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 
* * * 


The GC. A. MAUK Lumber Go. 


Tolede 8, Ohio 
Circle No. 56 on Coupon, page 114. 


LLDEALE 








INTERST) 


Display Sells Fence Jobs 


Demonstration fence panels originally built for 
use in a home show exhibit continue to develop 
sales for Dick Meyer Lumber Co., Salem, Ore. 
Meyer has the fence sections neatly painted. The 
type of fence is clearly identified by a profession- 
ally-painted sign attached to each panel. The 
panels are placed in front of the store, with small 
blue spruce trees in tubs acting as separators 
between the panels. The arrangement of sample 
fences can be changed easily. More than 10 dif- 
ferent patterns are displayed. 

“These fence panels first displayed at our 
Salem home show a year ago really put us into 
the fence business,” lumberman Meyer said. 


Mass Floor Tile Display 
Helps Double Sales 


Mass showroom display of floor tile in open-top 
cartons has helped double sales of this item, ac- 
cording to Ed De Motte, advertising manager, 
West Lumber Co., Atlanta, Ga. 

“We formerly had token displays of asphalt 
and plastic tile in the showroom,” says Ed, ‘and 
the boxes were kept back in storage. We now 
have the boxes lined up in the showroom just 
inside the front door. Customers can’t miss the 
display and the quantity seems to give them the 
idea the tile is a real bargain.” 

Neat white signs mounted on stakes above 
each row of tile boxes give the price per piece. 
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Just look at the 
diversity of this 
hardware line! 


Here you will find over 300 hardware 
items in a variety of sizes, weights 
and finishes to adequately fill prac- 
tically every request of your trade for 
builders’ hardware. 


All hardware is designed and manvu- 
factured to one high standard of 
quality with the best basic materials 
used to provide strength and wear 
even beyond the usual life expect- 
ancy. 


The designs of the hardware are 
modern and practical with precision 
construction throughout to insure the 
ultimate in friction-free operation 
regardless of varying temperature 
changes or strenuous daily use. 


We recently introduced a new “Visual 
Pack” that can be furnished dealers 
when they order. Hardware and all 
component parts are visible at a 
glance when on display in these 
polyethylene bags. Full information 
regarding the limited number of 
hardware items now available in 
this new “dress package” will be 
supplied upon request. 
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Circle No. 57 on Coupon, page 114. 
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Warp’s 


FLEx-O-GLASS 


Crystal Clear 





Tough as Leather 


GUARANTEED 2 YEARS 
@An All-plastic Window Material that is 
flexible, durable and shatterproof. 
@Crystal Clear—Transmits Ultra-Violet Rays. 
Weatherproof. Keeps out cold. 
@Easy To Sew—Seals with hot iron. Cut 
with shears and tack on for windows. 


®Year Around Seller—Hundreds of Uses. 
For windows of all kinds, wall protectors, 
i s, storm windows, etc. 


Warp’s 


WINDOW-TEX 


Cloth Base Glass Substitute 




















A Translucent Window Material 
Translucent, weatherproof, composition 
bonded to 120 strong threads per sq. in. 
Made by Warp’s Exclusive Process. Is 
waterproof and unbreakable. 

Extra Heavy—will last for years. 


NATIONALLY ADVERTISED PRICES SUBJECT TO 


Warp’s 


Wyr-O-GLASS 


Wire Base Glass Substitute 


Extremely Tough and Very Transparent 


A WIRE BASE PLASTIC GLASS 
® Tough Galvanized “% inch mesh Wire Base, 
drawn Tough and Thin to admit more light. 
@ Every Joint and Wire imbedded in a cushion 
plastic for double reinforcing. 
@ Plastic glass applied to both sides, sealing 
wires inside. Everything fused into one 
@ Solid Weatherproof Sheet. No cheap rosin 
or glue to decompose, and—no air pockets 
to trap moisture in Warp’s Wyr-O-Glass. 


Warp's 


SCREEN-GLASS 


14x 14 MESH WIRE BASE 


Extremely Durable for Long Service 


THE BEST IT IS POSSIBLE TO MAKE 
Galvanized wire screen cloth imbedded in 
exceptionally clear, waterproof plastic 
which transmits and diffuses the sun's 
ultra-violet rays. Holds in heat. Shatter- 
proof, unbreakable and airtight. As flex- 
ible as window screen. Cut with shears 
and tack up. Ship wt. 3 oz. per sq. ft. 


Warp’s 


GLASS-O-NET 


Mesh Base Glass Substitute 


Used Where Transparency Is Important 


A PLASTIC GLASS COVERED NETTING 
@ Made on ™% inch mesh Waterproof Cords. 
Extra strong. Dyed Light Fast Green. 
@Every Cord imbedded in Cushion Plastic 

to eliminate air pockets. 

@Plastic glass applied over Cushion and 
Cords to seal everything together into one 
solid weatherproof sheet. 

Very transparent. Transmits Ultra-Violet 

Rays. Can be washed with soap and water. 


Warp’s 


PLASTIGLASS 


All Plastic Window Material 
Rugged, Neat and Attractive 


PLASTIC CORDS IN PLASTIC GLASS 
Rugged transparent plastic strand base, 
that has exceptional strength. Every strand 
imbedded into another cushion plastic for 
extra durability. Plastic glass then applied 
to seal everything into an all plastic, trans- 
parent weatherproof sheet. 

Lasts for 


CHANGE 


CARRIED BY RELIABLE JOBBERS EVERYWHERE 





WARP BROS, faire cor biastic Winsow Mareniais-eer 1924 Chicago 51, II. 


